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Insulite Bildrite Sheathine 
Offers 
222% More Insulating Value 


than Wood Sheathing... ...) 
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ONE LAYER OF INSULITE SHEATHING 2 5 — — ] 
EQUALS — we COMPARATIVE , 
TWO LAYERS OF WOOD SHEATHING s 3 Se 
| 
It’s 10° below zero in that laboratory “cold room.” On the other 7 
side of the test panel it’s 70° above zero—average room 
temperature. This was a test to re-create actual living conditions 
in an average home. We wanted to compare the insulating 
value of INSULITE Sheathing and wood sheathing. 
HERE'S WHAT THE LABORATORY REPORTED 
Delicate instruments measured the heat flow through the materials 
from the “warm room” side to the “cold room” side. INSULITE 
performed an amazing insulating job! Here are the facts: 
: ° BILDRITE wooD P 
*INSULITE resisted heat loss better than twice as well as wood. SHEATHING SHEATHING oy 
. , h 
® Engineers call this the “k” factor, and the , lish 
“k” factor of INSULITE was 222% *Reg. U.S.T.M. Chi 
better than that of wood. ears te 1 se Var 
®One layer of INSULITE (?5%.” Bildrite Sheathing) emacs » Saas oe Se ae -2 Mo 
provided more insulating value than 2 layers ~ SOA ae : off 
of wood sheathing. * anr 
Sta 
® Besides double the insulating value, Bildrite te 
also gives you double the bracing strength of : EF OD = co) 
wood sheathing horizontally applied. Berg wr — Dit 
It’s water-proofed throughout— a TP pe ey eee ae fo abt 
every fiber protected. = oe ole 
THAT’S WHY INSULITE builds better—gives more ES ea). WOE Roe ae the 
for the money. Warmer homes in winter, cooler ‘(MANDO)’ tio 
homes in summer. Sell Double-Duty INSULITE. : Co 


INSULITE DIVISION QSNSIEZC/ minnesota AND ONTARIO 
PAPER ~~<2>~ company 
MINNEAPOLIS 2, MINNESOTA 
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1—Oranization of an integrated and articulate construction industry which will provide 
more and better building products to consumers at lower real costs with fair wages and 
profits to all who serve in the industry. 


2—Coordination of all production, marketing, research and professional activities con- 
cerned with the development, sale, and delivery to the consumer of building products— 
including the functions of the manufacturer, wholesaler, retailer, architect, realtor, con- 
tractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for the 
industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more abundant 
and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service toward 


these ends. 
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“Chromalite makes a big RW 
hit with my customers” 


“No marks on hands or clothing 
a“ Chromalite Finish” 
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It’s easier to get a better figur 


job with Chromedge — every 
_-biece is uniform in finish 


and quality. nN The ( 
$2 bi 


incor 
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CHROMALITE 


R. I 
Here’s top beauty and extra value in nosings for counters, cabinets , ee billi 


‘ ror 
and tables! The soft, rich gleam of B & T’s famous durable, rub- er ie ay" ee 


proof, Chromalite Finish is in the metal itself—it’s not just a 


coating. It’s there to stay. It won’t discolor clothing or hands. Its Th 
e 

lion 

own 


“luxury look” is permanent. 


Other ‘ Plus” CHROMEDGE Features 


In addition to a bigger choice of shapes for every type of instal- ‘ f i7, Tel 
lation, Chromedge Metal Trims give you other advantages. Their y/4 revi 
dimensional stability means that each length of each section is 9 ‘Sy ae 
exactly like the others. Joints and corners match. Metal thickness 

is uniform.. Face widths are consistent. Lip recesses are accurate. “ Sf é 

Also, the quality of Chromedge alloys does not fluctuate. Their We Sa <a 
strength, workability, and durability are carefully maintained. 7 a ) on 
You get no substitutes or makeshifts. Every foot of these Chrom- ag e 4 tho 
edge extrusions is made in B & T’s own plants! | 


Your Chromedge distributor has full information on B & T’s yt f j 4, ve 
complete line. Get in touch with him today! 


The Metals Company | 
Columbus 16, Ohio vol 
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Mews Briefe for the Susy Reader 


Preliminary reports indicate that February housing starts may set a sea- 
sonal record; that it may be the eighth successive month to exceed the 
figures for corresponding months of a year ago. 





The Commerce Department says the national income in 1949 was only about 
$2 billion less than the ’48 record; despite a drop of $4.7 billion in farm 
income for last year. 


Commerce also reports that consumer prices declined by 2.3 percent dur- 
ing 49 and are now 4 percent below their postwar peak. 





BLS wholesale indexes show prices of farm products more than 20 percent 
below the postwar peak. Consumer food prices declined by 3.8 percent in 
"49. Important figures to dealers with farm trade. 





The Veterans Economic Development Act, known as “The little man’s 
R. F. C.,” is being more or less pushed in Congress. It would make $5 
billion available in government loans to veterans, and to small business men 
promising to provide jobs for veterans; would be handled under Federal 
charter by the “Veterans Economic Development Corporation.” 





The National Association of Home Builders has plans to raise half a mil- 
lion dollars for a public relations project to popularize traditional home 
ownership as opposed to government-subsidized public housing. 


A 


Television seems to be popularizing the lost art of living at home; a 
reversal of a quarter-century ago when motor cars took people away from 
home. This is said to be increasing furniture sales and probably, in a 
lesser degree, adding to the home-ownership urge. 





Lustron and the idea of a prefabricated steel house die hard. A congres- 
sional suggestion would see the plant run by bureaucrats to produce mili- 
tary housing. Let’s all take a guess how much a house would cost under 
those conditions—and the sky’s the limit. 





FHA has only about half enough insurance authorizations to take care of 
the tremendous demand from private builders in the rental field under 
Section 608 of the National Housing Act. At that, many builders fear a 
surplus of higher-priced rental projects may be developing. 





A boom in apartment building helped set a record January building permit 
volume in Chicago. Many sections of the country are similarly reporting 
record starts. 
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SOUTHERN PINE 


Annual meeting is scheduled for 
New Orleans, April 17-18-20 


The dates for the 35th Annual 
Meeting of the Southern Pine As- 
sociation have been set for April 
17, 18 and 19 in. New Orleans, 
Louisiana, secretary-manager H. C. 
Berckes reports. Sessions will be 
held at the Roosevelt Hotel. 

“On the same dates—April 17, 
18 and 19,” said Mr. Berckes, 
“there will also be an industry-wide 
meeting under the auspices of the 
Southern Pine Industry Committee, 
to which all manufacturers of 
southern pine are invited.” 

The policy-making groups of 
both the Association and the Indus- 
try Committee met in New Orleans 
during January to consider prob- 
lems facing the industry, and to lay 
the groundwork for meeting and 
solving those problems. At the an- 
nual meeting they plan to come up 
with the answers to “What Can We 
Do About Them?” Thus, the forth- 
coming convention of the Southern 
Pine Association promises to be one 
of the most spirited and action- 
packed meetings in the history of 
the southern pine industry. 

The Industry Committee, which 
represents the entire southern pine 
industry in matters of legislation, 
will have a full schedule to consider. 
Prominent on the agenda will be: 
social security; Walsh-Healey; 
F.E.P.C.; basing point, forestry 
legislation, including state forestry 
laws, public housing, etc. 

Another important subject is 
that of the new Wage-Hour Law, 
which raised the hourly minimum 
wage from 40c to 75c, effective 
January 25. A survey is now un- 
der way to determine the effects 
this increase will have on southern 
pine operators. 

In seeking to overcome the bur- 
den of increased manufacturing 
costs on the industry, the Associa- 
tion is focusing intense attention 
on greater mechanization. An out- 
standing feature of this year’s con- 
vention will be a Machinery & 


I 








Equipment Exhibition, to be held at 
the Municipal Auditorium on April 
19 and 20. Machinery manufac- 
turers from all parts of the country 
will participate in the exhibits as 
well as in the discussions of the 
Southern Pine Association’s Me- 
chanical Efficiency Committee, 
which will also be in session. On 
April 20 the general public will be 
invited to view the Machinery & 
Equipment show and demonstra- 
tion. 

Another effect of the Wage-Hour 
Law that will bear close study is 


its impact on marketing and dis- 
tribution. The feeling expressed at 
the January meeting of industry 
leaders is that the Association’s 
trade promotion efforts should be 
accelerated. Question on how and 
to what extent this is to be done 
will occupy a major part of the As- 
sociation’s Trade Promotion Com- 
mittee discussions, Mr. Berckes de- 
clared. 

Another item of importance on 
the Association’s calendar for pres- 
entation to its subscribers is the 
appointment of a special committee 















on Study and Planning, whog 
function will be to develop an eve 
more effective program for the as. 
sociation. 

Close attention will also be give 
to other SPA activities, such 
trade promotion, research, conser. 
vation, transportation, labor infor. 
mation service, economics and sta. 
tistics. 

Mr. Berckes said, “Our annua 
conventions usually have an attend. 
ance of about 500 delegates from 
all southern pine producing areas, 
but this year—because of the out- 


















standing speakers and the interest- 
holding type of program which ha; 
been arranged—we expect to break 
all previous attendance records.” 





WESTERN PINE 


Association votes to continue 
research; enlarge promotion 





i The Western Pine Association, at 
its annual meeting in San Fran- 
cisco, elected a new officer, two di- 
rectors and adopted new 1950 
programs in research, promotion 
and other association functions. 

C. T. Gray of the Stockton Box 
Company, Stockton, Calif., was 
named treasurer to succeed W. H. 
Myers, general manager of the 
Shevlin-Hixon Lumber Company, 
Bend, Ore. Myers was elected a di- 
rector at large and E. C. Rettig of 
Potlatch Forests, Inc., Lewiston, 
Idaho, an alternate. Other officers 
were reelected. 

The group voted to continue cur- 
rent reasearch projects including 
dry kiln consultation, brown stain 
field, study, log end coatings to re- 
duce blue stain and end checking, 
waste utilization and clear finishes 
for pine. A study into improved 
methods for air seasoning will be 
undertaken this year to service 
smaller producing units who rely 
heavily on yard drying. 

The association approved a grad- 
= ing committee plan to publish 4 
i manual on sawmill and_ shipping 
practices. Vern Johnson, chief in- 
spector, said the manual is a part 
of continuing Western Pine efforts 
to maintain the industry’s high 
manufacturing and shipping stand- 
ards, particularly among newer pro- 
duction units. 

A grading committee proposal to 
: standardize knotty pine paneling 
patterns was approved with author- 
ization to publish an_ illustrated 
folder covering the new list. _ 

Trade and consumer advertising 
featuring Western Pine and Ass0- 
ciated lumber products and wood 
windows will top an enlarged pro- 






















First choice of farmers everywhere. Combi- 
nation of wood and steel makes them sag- 
proof, strong, light, safe — easy to repair. 
Best dollar value. Year ’round seller. 
Good profit maker. 


ROWE WHITE 


‘Friendly Ponce 









GOOD 
PROFIT- 
MAKERS 


FOR 
Lumber Dealers 

















for LAWNS 


Finished in even, staggered or L 
curved top styles. Smocth 
snow white pickets with 
Gothic tops. Makes attractive 
low cost fencing. Quickly 
erected. | 
———| 
pao 
| 
=y 


ROWE 


bl 
LADDERS | 


Single, extension and “step”. | 
Extra strong and safe. Hick- 
ory rungs, 500 pound tested. | 
Side rails smooth clear | 
straight grained Fir or } 





| 





—— 
Upland Hemlock. - 


Check your stock. Order : 
early. Write for catalogs [{ 7 
and dealer prices... | iz i 

Address Dept. AL. | | 


ROWE MANUFACTURING a | 
COMPANY mI 


Adams Street - Galesburg, Ill., U.S.A. i 
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QUESTION: Why is one sale more profitab 
than another? 4 


ANSWER: _ Ihe sale that brings repeat 
customers as the result 
of greater satisfaction | ",,,seleetBilt-Well Woodwork three times" 


Eight years ago Mr. and Mrs. Alvin Maus, Dubuque, 
lowa, selected Bilt-Well Woodwork for their first home. 
Since then they have built two more homes selecting 
Bilt-Well Woodwork for all three . . . repeat sales for 
Spahn & Rose Lumber Co. 


te 
tas and proved” products .. . the kind that builds customer satisfaction and 
repeat sales are: Superior Unit Wood Windows and Nu-Style Unit Wood Cabinet. 

When you sell these “Bilt-Well” products, you’re not experimenting, nor are 
you testing an unknown product at your customers’ expense. You are selling 
products unexcelled in principal . . . Superior Windows and Nu-Style Cabinets. 
They offer tremendous advantages plus reducing building costs. 

And, here is where the “customers’ angle” enters the sales picture. Superior 
Windows give greater satisfaction by the easy, smooth gliding action resulting 
from the exclusively Superior jamb-liner. This patented feature equalizes dimen- 
sional variations in the window. “Superior” is a completely weatherstripped 
window which is also one of the customers’ first questions these days! 

The features of Nu-Style Cabinets are also many! They provide utmost 
convenience...maximum utility...absolute economy and greater flexibility. They 
can be scribed or sawn, and they can be enameled any color or finished natural. 






Bilt-Well Products are distributed by leading wholesale 
jobbers throughout the 37 Eastern States. 





















NU-STYLE 


Unit Kitchen 
Cabinets 





CARR ADAMS & COLLIER CO. Dubuque, lowa 


The Bilt-Well Line: Superior Unit Wood Windows « Exterior & Interior 
Ss U e = RI oO g Doors + Entrances & Shutters « Clos-tite Casements + Carr-dor Garage 
Doors « Basement Unit Windows « Louvers & Gable Sash « Breakfast 

Unit Wood ae . 
: ? Nooks « Combination Doors « Screens & Storm Sash « Corner (China) 
Windows Cabinets + Gli-dor Cabinets + lroning Board Cabinets * Mantels & 
Telephone Cabinets * Multiple-Use & Linen Cabinets ¢ Stair Parts. 
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motion campaign authorized by 
association directors. 


Forestry developments included a 
recommendation that government 
timber agencies continue use of 
the current sliding scale formula 
which permits periodic stumpage 
price adjustments based on west- 
ern pine market conditions. The 
forest conservation committee also 
reported certification of 65 new 
Tree Farms during 1949 totaling 
653,930 acres. Western Pine Tree 
Farms now cover 3,364,000 acres in 
the 12-state Western Pine region. 


NORTHERN MEET 
Hemlock and Hardwood group 
elect officers; hear speakers 
The Northern Hemlock and 
Hardwood Manufacturers Associa- 
tion, representing the principal 
sawmills, hardwood flooring manu- 
facturers, and veneer and plywood 
plants met recently at King’s Gate- 
way Hotel, Land o’ Lakes, Wiscon- 
son, to discuss subjects of industry 
importance and conduct the busi- 
ness of the Association. 
R. A. Colgan, Executive Vice- 
President, National Lumber Manu- 
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LOOK for the Familiar 


Alexander-Yawkey trade- 
mark when you buy -- 





A-Y @ 


All Retail Yard Items — Industrial Specialties 


The familiar Alexander-Yawkey trade-mark is your assurance of fine 
quality stock. It's never been finer than we're shipping today. All 
Alexander-Yawkey trade-marked lumber comes from a beautiful tract 
of Ponderosa Pine timber with some intermingling of Douglas Fir and 
Larch. We can ship you straight cars of Ponderosa Pine yard and shed 
items or mixed cars of Ponderosa Pine items with Fir an 
sion. Look for the Alexander-Yawkey trade-mark the next time you buy. 


Consult your local supplier for sash 
and doors made from our product. 


FIR & LARCH 
DIMENSION 


Larch dimen- 





Alexander-Yawkey Lumber Co. 


PRINEVILLE, 


eo} acto), 





Member Western Pine Association 


Member Ponderosa Pine Woodwork 
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facturers Association, Washinzton, 
D. C., discussed items of legislative 
importance in the Congress; Rob. 
ert Russell, Managing Editor of the 
AMERICAN LUMBERMAN of Chicago 
talked on Competitive and Mer. 
chandising Problems of the Hard. 
wood Producer. 

Important matters affecting the 
welfare of the northern forest prod- 
ucts industries covered in confer- 
ence included the mounting costs of 
compensation insurance for woods 
workers, certain marketing and dis- 
tribution problems, inauguration of 
a safety campaign in the woods, 
forest conservation, recent freight 
rate developments, proposed 
changes in the Hemlock grading 
rules, housing, and definitions of 
“independent contractor” in Na- 
tional legislation and administra- 
tion. 

About 150 industry members at- 
tended this meeting. 


































































































HOME STARTS 


Three year period sees most new 
homes built than any like period 











More new homes have been built 
during the last three years than in 
any other three-year period in the 
history of the country, Charles M. 
Mortensen, executive secretary of 
the Producers’ Council, national or- 
ganization of building products 
manufacturers, stated recently. 

“The total of 2,740,000 new pri- 
vately financed non-farm housing 
units started in 1947-49 exceeds by 
40,000 the number started in 1923- 

























25 when the previous 3-year record You 
was set,” Mr. Mortensen said. tor 
“Moreover, the new record just Nu 
established is 71 per cent higher doa 
than the 1,607,000 units started in mer 
the three prewar years 1939-41 and 
exceeds by a small margin the num- Nai 
ber of starts in the entire decade tect 
1930-39. use 
“At the same time that new hor 
urban homes have been added at bui 
a record rate, there also has been cor 
an unprecedented improvement in ne 
existing housing and a large vol- 
ume of new farm housing has been 7 
built. bet 
“As a result, the U.S. housing Ce 
supply is in better average com- Fey 






dition than at any time, although 
there is a large and _ increasing 
number of old and_ obsolescent 
dwellings which are ripe for re 
placement, because their age or 
location does not justify major im- 
provements. 

“During the _ record - breaking 
period of home building, home 
ownership has risen to an all-time 
high and the number of families 
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It’s a MUST in modern home planning. . 


A Bilco Celladoor 


Your customers will appreciate — and remember — sugges- 
tions that will add comfort and utility to their future home. 
Number one, and most important, is the Bilco outside Cella- 
door made of copper-bearing steel that makes a modern base- 
ment safe, livable, and above all completely useful. 


Nationally-advertised Bilco Celladoors are recognized by archi- 
tects, builders and home planners alike as the key to a practical, 
useful basement. No more muddy feet tracking through the 
house to basement stairs. Trim and neat looking, yet ruggedly 
built to last a lifetime. Bilco Celladoor’s ample width permits 
complete furnishing of recreation room, storage of seasonal 
tools and accessories, or installation of new equipment such 
as a deep-freeze unit. And Celladoors provide a direct route 
between basement laundry and clothesline. 


Celladoors are a mew source of profit for you, and remember, 
every sale means another satisfied customer. 


Hibs: mnie 

" Cettaooor™ Here is your best Bilco Celladoor 

comeperenmees salesman — a bright red enamel 
standard size door complete with 
eye-catching metal sign ready to 
be set up in a.few minutes in 
your display room or yard. Avail- 
able to building material dealers 
at less than actual cost. Just one 
to a dealer, please. 


— 
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BILCO CELLADOOR FEATURES 


Three standard sizes. 

Never requires repair or replacement. 

Smooth, easy operation. 

Can be used on any home without affect- 

ing floor plan. 

Blends pleasingly with every style of architecture. 
Costs no more than ordinary wooden hatchway. 
Quick and easy installation. 

Permanent and waterproof. 

Safety — another exit in case of fire. 


Compactly packaged 
with all installation 
bolts, Celladoors are 
shipped knocked 
down for easy han- 
dling and storage. 


SS 8S SS SS SSS SSS SSS SSF SSS SSS SSS Beene ws = ay 


THE BILCO COMPANY 
182 Hallock Avenue, New Haven 6, Conn. 


Please send me full details about Bilco Celladoors and 
your display deal. No obligation, of course. 


Name: (Please print) 

Company: 

Street: 

Ro ioininlehas avd wie eterno + Zone.... 
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Mr. Dealer: 


Dua-Laps. 


12 


DUA-LAP SHINGLES 
are selling faster 
than ever before! 


° Now easier, faster, 
more economical to apply 


Builders have saved as high as $150 
per house by the use of ES-NAILS 
and GYPSUM or INSULATION SHEATH- 
ING. No stripping necessary, cuts 
labor time. 


¢ No Imitation — Dua-Laps 
are the real thing! 


You’re selling high insulation value, genuine 
certigrade, straight-grain red cedar—Nature’s 
prize insulator. And double coursing gives 
double insulation, value and economy. 


Enjoy greater volume, added profits with 
Send for samples, 


warehouse stock. See your distributor or write direct. 
A few choice territories still available. 





STAINED SHINGLE CO, 
GENERAL OFFICE 355 SPRUCE STREET 





brs prefer 
/nsulation, 
pur share of 
ket ! 


¢ New Beauty! 
Now More Durable 


New Infra-Red drying process 
gives Dua-Laps a harder, more 
beautiful finish . . . lasts longer! 
Lowers maintenance costs. 





all taken direct from 





COLUMBUS 8, OHIO 
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living doubled up has been sharply 
reduced, yet a vast potential de 
mand for new housing is still ahead 
for the building industry.” 


RESEARCH 


Clay Products Institute appoink 
director of long-range research 


Robert B. Taylor, of Newark, 
Ohio, took over his new duties as 
Research Director for the Struc. 
tural Clay Products Research Foun. 
dation recently. He will immedi- 
ately begin the planning for ap 
industry-wide, long-range research 
program in the brick and tile in. 
dustry from his headquarters at 
1520 18th Street, N. W., in Wash- 
ington, D. C. 

The million-and-a-quarter dollar 
research program will attempt to 
find methods of reducing the cost 
and improving the qualities of 
structures made with clay prod- 
ucts. Mr. Taylor will plan his pro- 
gram form a list of recommenda- 
tions for research in the industry 
prepared by the industrial research 
firm of Arthur D. Little, Inc., Cam- 
bridge, Massachusetts. 

These recommendations include: 

1. Developing products designed 
for specific construction uses. 

2. An industrial engineering 
study of bricklaying techniques. 

3. Enlarging the fundamental 
knowledge of clay. 

4. Devising new methods and 
uses for clay products, including 
new methods of joining clay prod- 
ucts with other building materials. 

5. Promotion of the development 
of lightweight clay units, larger 
sizes, special shapes, and better di- 
mensional control of products. 

6. A broad investigation of all 
possible applications of clay, ex- 
tending beyond conventional archi- 
tectural applications. 


HOUSING CENSUS 


Nationwide count of housing will 
develop many invaluable figures 


COMPREHENSIVE data cover- 
ing many housing subjects vital to 
the interest of the construction and 
building supply industries will be 
gathered by enumerators of the 
United States Bureau of the Cen- 
sus when they take the Census of 
Housing in April. Preparations 
have been made to enumerate as 
many as 45 million dwelling units 
compared with 37.3 million units 
reported in the 1940 Census. 

The Housing Census to be made 
as part of the 17th Decennial Cen- 
sus will be the second nationwide 
survey of the housing situation by 
the Census Bureau. It will furnish 
























































































































































VENTILATING 
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“VENTILATING STEEL 
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WATER BOWLS 


REVOLVING 
HEAD VENTILATORS 
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-“fa=== HERE'S WHY! 


“CLAY EQUIPMENT 
IS PROFITABLE”’ 


“The name—the guarantee of satisfaction—the advanced sales features 
of CLAY make it a number one seller for us.” Louis L., Don E. and Robert 
L. Schwab—for two generations father and son owners and operators of 
FULDA LUMBER CO., Fulda, Minn. CLAY dealers since 1911. 


"MY FARMER-CUSTOMERS 
i WANT CLAY QUALITY” 


“‘That’s why CLAY barn equipment has always been an easy-to-sell 
line in my lumber business.’’ Ernest V. Barre, president and general 
manager HOLDEN & MARTIN LBR. CO., Brattleboro, Vt. 
CLAY dealer since 1938. 


“CLAY STANDS BEHIND 
ITS PRODUCTS” 


“The CLAY galvanized farm gate is unconditionally guaranteed for 
three years... a sure-fire sales feature.’”” Andy Roy, Sussex, N. J., 
a lumber dealer who has handled the CLAY line for 11 years. 


“CLAY EQUIPMENT IS A NATURAL 
SALES LINE FOR THE LUMBERMAN” 


“On new barns or remodeling jobs, the CLAY dealer is in a position 
to sell the works ...lumber, building materials and steel equip- 
ment. And the trained CLAY representative is always ready to lend 
a hand in closing a sale.’’ Willis J. Evans, manager, WILLIAM 
HOSKINS & CO., Elizabeth, Illinois, a CLAY dealer since 1925. 


YOUR 


Loe 8 8 Uh hUhLhUm.LUm.LUDG.L UG UGG KC “SC KC SE. US. UD. UD. UD 
Clay Equipment Corp. ; 
350 South Street » Cedar Falls, lowa 

Rush FREE catalog plus complete dealer information. 
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CHECK LIST 


tte t ns 


ALL ALUMINUM 
Fnameless “Jenson Seneen 


customers will like Keystone 


r 
—_ ens... snug fit- 


Frameless Tension Scre 


ting frameless full length screens that 


ably less, complete, than 


t consider 
cos haste 


screening and frame. 


inar 
pas rustproof and 


install, store and handle, 


i t 
' 


turnover. 














WIRE REINFORCED 
Diastic Coated 
kabl strength because / 
it eae ine maul galvanized or 
hot beds or cold “ 
temporary snvpouses and: general farm and - s 


Keystone Sun-Vita wire reinforced plastic 

aluminum screen wire. Unsurpassed for “ 
ita! 

home use. Ask for details on new Sun-Vita! 





ING 
TAL INSECT SCREEN 
aid Aluminum Eronge—Galuanizer 


i i u can offer 
i metal insect screening yo 
pega ‘quailly in screening materials famous 


“eon : ity. Available in 
for their flexibility and agen widths and 


meshes in either 
alclad aluminum, 
bronze or galvanized 
wire. 


KEYSTONE 


WIRE CLOTH CO. 
HANOVER, PENN. 


eniiie i 8 


KEYSTONE WIRE CLOTH CO., Hanover Pa. 


Yes, send me complete details, prices and dis- | 
counts on the following. 


H Keystone Frameless Tension Screens 
Keystone Sun-Vita plastic coated wire rein- 
forced cloth 

Keystone Insect Wire Screening 


Name >> 
Attn. Of es ccccccccesccsesecces eeoeesesee 
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the construction and building sup. 
ply industries with new and de. 
tailed information to replace fig- 
ures gathered in the 1940 Census 
of Housing and subsequent surveys, 

Since 1940, tremendous shifts in 
population have occurred in the 
United States, some areas having 
gained much more heavily than 
others. These movements have 
made it desirable that the Nation 
be brought up to date on the ques- 
tion of where housing is most 
needed and how much. 

An authoritative and reliable de- 
termination of current housing 
needs can be had only by finding 
out the location of existing units 
and their characteristics, values, 
rentals, mortgage financing fea- 
tures, and other essential data 
which is obtained on a nationwide 
scale only by the Census Bureau. 

Information thus received, direct 
from occupants of dwelling units, 
is invaluable to private and public 
housing and building supply organ- 
izations and to countless local busi- 
nesses in the home building and 
real estate fields. 


RETAIL SALES 
Totals show gain over year 
ago; also above previous month 

SALES of all retail stores in 
January amounted to $9,525 mil- 
lion, nearly 2 percent above a year 
ago, the U. S. Department of Com- 
merce announced today. 

After allowing for seasonal fac- 
tors and trading day differences, 
sales in January were up about 3 
percent from December. 

The rise resulted primarily from 
increased activity in the automotive 
group. With automobile production 
up sharply from its low year-end 
position, sales in this group were 
more than 20 percent above Decem- 
ber after seasonal adjustment. 
Total sales in January in the auto- 
motive group were nearly a third 
higher than in the same month a 
year ago. 

General steadiness was shown in 
the other durable goods sectors 
with less than seasonal declines 
registered in January. 


CONVENTIONS 


Schedules corrected to press date 
(*) means no exhibits are planned 


March 15-16—Lovisiana Building Material 
Dirs. Assn., Jung Hotel, New Orleans, La. 
March 15-17—lowa Retail Lumbermens Assn., 
Poultry House, State Fair Grounds, Des 
Moines, lowa. 

March 22-23-24—New Jersey Lumbermens 
Assn*., Hotel Traymore, Atlantic City, N. J- 
March 22-23-24—Carolina Lmbr. & Bldg. Sup- 


ply Assn., Ocean Forest Hotel, Myrtle Beach, 
s ¢ 
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trying to sella “new” product—you sim- 
ply capitalize on home-buyers’ desires. 

Contractors, too, like to capitalize 
on this overwhelming preference. They 
know that the high insulating qualities, 


Zola} mm Ole] am dele) a> 


SELL OAK — fist choice of S32 


When you realize that 85% of all home 
buyers want oak flooring in their next 
homes, it makes good sense to sell OAK. 
Sales resistance is minimized—you’re not 


the all-over attractiveness, easy upkeep, 
and a lifetime of service are just a few 
of oak flooring’s plus values that have 
made it the first choice of their prospects. 

And you'll find it highly profitable to 
sell oak flooring. It’s available in all 
grades for every type of home construc- 
tion—and: each grade has its excellent 
profit margin. 


See our catalog in Sweets 


NATIONAL OAK FLOORING MANUFACTURERS’ ASSOCIATION 
DEPT. 6-3-2 + 814 STERICK BUILDING * MEMPHIS 3, TENNESSEE 


othing helps sell a house faster than Good Oak Floors 
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March 27-28—(Tentative) Tennessee Lumber, April 20-21-22—Arizona Retail Lmbr. & Bldrs. 
Millwork & Supply Dirs. Assn., Municipal Supply Assn., Maricopa Inn, Mesa, Arizona. 


Auditorium, Memphis, Tenn. April 23-24-25—Lumbermens Assn. of Texas, 


March 28-29—South Dakota Retail Lumber Municipal Pier, Galveston, Texas. 


Dealers Assn., Sioux Falls, S. D. April 26-27—Lumber Merchants Assn. of 
April 3-4-5—Lumber & Supply Dirs. Council*, Northern California*, Ahwanhee Hotel, 


General Oglethorpe Hotel, Savannah, Ga. Yosemite National Park, Calif. 

, ae “ Montana Retail Lumbermens Assn.—Latter 
April 12-13—Mississippi Retail Lmbr. Dirs. ( 
Assn., Buena Vista Hotel, Biloxi, Miss. part of March or April.) 


April 12-13-14—Florida Lmbr. & Millwork 
Assn*., Palm Beach Biltmore, Palm Beach, Fla. MARKETS 


April 13-14—Ark A “« Possible rise in material 
pri -14—Arkansas Assn. of Lmbr. Deal- 2 is 
ers*, Marion Hotel, Little Rock, Ark. price level is foreseen 


TOUGH wi i " 
April 13-14-15—Southern California Retail ber ea waiter weather er lum 
Lmbr. Assn., Ambassador Hotel, Los Angeles, producing areas, minimum 
Calif. wage law effects, unprecedented 
















More profit is 


assured 


selling Spencer 
Kellogg’s Improved 
Boiled Linseed Oil 


It is easier to sell 
especially in 
modern convenient 


packages 


Known to all paint- 
ing contractors 
thru advertising 


and experience 


) ot ty felt aa a helcicm.1 iy. mle). wml. [om 
The First Name in Vegetable Oils * BUFFALO 5, N.Y. %& 
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winter building, pension costs jy 
the steel industry, and now the coq 
strike, all seem to legislate againg 
any price declines in housing in the 
next few months. In fact, the jp. 
dex of building material prices wil] 
probably rise a few points before 
it once more starts down toward 
fall. 

Lumber prices are up, in some 
cases decidedly. Building products 
using steel are starting to show 
price rises at retail. Now the coal 
shortage may well put cement pro- 
duction so far beyond that price 
will be effected. 

At the same time, the house buy- 
er is in a “go ahead” frame of 
mind. It is doubtful if a small 
general price rise will have an ad- 
verse effect on total sales. , 


SEATTLE—About 20 percent of 
the logging camps whose input 
reaches Puget Sound, Grays Har- 
bor or Columbia river have started 
up but few logs are reaching the 
water since most of the work s0 
far has been preparation for log- 
ging. Most of these camps are on 
the coastline. The road situation is 
still bad. Many roads are closed 
or are restricted to light loads. 
Truck logging will be resumed 
slowly. Mill production is. still 
small due to log transportation and 
other difficulties in the wake of the 
record breaking freeze and thaw. 
Most estimates put 60 days or April 
15th as the minimum time that 
must elapse before production be- § 
comes normal. 


DEMAND-PRICES—Many mills 
are out of the market. Fir lumber 
is up $15 and more over December 
lows. Prices are changing rap- 
idly. Dimension is stronger with 
prices jumping steadily. In fact all 
2 inch stuff has had a big call. Up- 




























































































pers are not so active. With the 7 
market advancing mills hesitate to Str: 
accept orders. Many are taking ad- cor 
vantage of the low production Cer 
caused by winter to get rid of cat tha 
and dog items. wa 
KANSAS CITY—One of the se- 9 St 
verest winters in history in the avi 
Pacific Northwest already is having 
its effect on the supply and sales of qu 
lumber in the Southwest. Mills re- re! 
port a definite improvement in or- be 
ders as yards turn to yellow pine in an 
the absence of fir from the West. 
Retail yards are scurrying about FI 
trying to obtain sufficient inventory th 
to fill their orders, but are meeting b: 





with little if any success. Lum- 
bermen here are genuinely con- 
cerned over the West Coast curtail- 
ment in production. For instance 
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rl 60 STRIKINGLY STYLED BY FLINTKOTE! 
that 














HERE’S THE IN SIDING 
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Praee be SB eke a8: a eh ; ¥% 

; e je $8e ai $52 = gait : Se x aut}: ft guy : 
ils |) New Asbestos-Cement Siding... hi i ial i Hi Hae it ete 
iber e . } i the me peat ae : ne Hite 3 3 ite 
ber ft is another long step ahead in Ra a ; batt eae 

’ ° ; Hieedissiiee Sash ate rent 
= Flintkote Product Development i ai | ul Hi eeatelt es 
all HEH TLEE veil tae Ht He HERES 
Up- Designers, Builders and Homeowners have been at Ap au i pt 1 : 
the waiting a long time for a sidewall material such as B i He Had ut ET 
» to [ Stri-Tex. Here’s a sensational new development that Pad teal i pes Otte 
ad- combines the time-proven durability of Asbestos- bigest) ial re Lat HAE 
ion i} Cement Sidings with striking, colorful eye-appeal au ; ned 5 ant 
cat that matches the most expensive and beautiful side- 

wall coverings. Currently being produced in Brown, 
i Stri-Tex gives you all the well-known advantages 
a pelo Oy + - - GEE Ree Seles ne ee of Asbestos-Cement Siding, combined with beauty to 
‘‘ “a va a ae wn or apply it please even the most exacting of today’s discriminating 
; “ie : h ners. 
of quickly and easily right over old sidewalls during peti or ROT AND DECAY PROOF 
re- remodeling. Wherever it’s used, the soft, textured TERMITE- AND VERMIN-PROOF NO PAINTING MAINTENANCE 
. beauty of the striated design adds unique beauty to VT 
r any building. 
at Here’s another opportunity to get out in front with 
a Flin:ote! Don’t fail to get complete information on 





or this spectacular new siding product. A note will a Li NTKOTE 
“= brins you full details. 
THE “LINTKOTE COMPANY, Building Materials Division, We oe freed Of derwiee C0df Ke nut! 


30 Rockefeller Plaza, New York 20, N.Y. 


Bu'.pinc Propucts MERCHANDISER . 17 





only a fraction of the average 200 
carloads of lumber which would or. 
dinarily come in Kansas City daily 
is now arriving. The order file of 
mills in the South have exceeded § 
production for more than a month 
and the barometer is rising steadily, 


Few mills in the South will ac. 
cept bookings past a month and the 
prices will be based on the list at 
time of shipment. None is in a 
position to make prompt shipments. 
The weather in the Southwest is 
improving and mills are starting to 
bring in logs from the interior. 

Prices of yellow pine on the 
west side of the Mississippi have 
moved up $3 to $5 a thousand in 
the last three weeks, while on the 
east side the air-dryed lumber is 
up around $2 on the average. 


Mills report that big mills in 


y= a = Texas are getting as much as $80 

- —_— a thousand for No. 2. kiln-dryed 

Sz 8-inch boards. The other parts of 

E.. ' jf | the area report prices of around 


j 4 $78. Normally there is not a great 

Cte ete | ; deal of advance ordering at this 
/ i = time of the year, but yards are 

COMBINATION | j fa earnestly seeking supplies. There 


METAL WEATHERSTRIP (MMT) MMMM | Noo3 1x 8 shipiay at $05 to sos 


SASH BALANCE MM/S MMMM | Stock is bring $72, with instance 


of higher lists shown. No. 1, 2 by 
6’s is selling $80 to $82. 
C & btr. flooring was a little 
; j draggy and prices ruled at $150. 
Weatherstripping Plus Balances if On B & btr. the lists were as high 
.« «In One Unit! j as $160 with demand better. 








LUMBER-NATIONAL 


LUMBER shipments of 407 mills 
RETAIL reporting to the National Lumber 
LUMBER DEALERS! Trade Barometer were 20.1 percent 
above production for the week end- 
ing February 18, 1950. In the 
same week new orders of these mills 
were 2.0 percent above production. 
Unfilled orders of the reporting 
mills amount to 52 percent of stocks 
mills amount to 52 percent of 
stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 27 days’ production at the cur- 
rent rate, and gross stocks are 
equivalent to 50 days’ production. 
For the year-to-date, shipments 
of reporting identical mills were 
22.2 percent above production; 
orders were 46.1 percent above 
production. 
Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 68.6 
percent above; shipments were 74.7 
percent above; orders were 75.4 
percent above. Compared to the 
corresponding week in 1949, pro- 





March 11, 1950, AMERICAN LUMBERMAN & 















































When you buy DELFAIR flooring, you can be sure you're getting the 
best. For many years, DELFAIR has been a favorite floor among con- 
tractors, builders and home-owners. Next time you select flooring, look 


for the mark of dependability . . . look for the mark of DELFAIR. 
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\ SZ Write us about YOUR needs. A DELFAIR representative will be 


Y) q 
happy to contact you. 
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STANDARD STRIP . . . consistently used in homes and commercial 
buildings all over America. 
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\ 
b) 
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DELFAIR PREFINISHED. . . brings you quality flooring with long-last- 
ing, built-in beauty. 





\ 


é 
° 
2 


a DELFAIR PLANK .... in random widths brings elegance and charm to 


any modern home. 


QUALITY DELFAIR PARQUETRY .. . gives beautiful and striking design to large 
or small homes, as well as commercial buildings. 





YOU'LL be glad to know of 


DELFAIR'S prompt mixed-car 
shipments. Write or call us D. L. FAIR LUMBER COMPANY 


about your needs NOW. New MAIN PLANT AND OFFICES e¢ LOUISVILLE, MISSISSIPPI 





items also available . . . oak stair MANUFACTURERS OF STANDARD STRIP, PLANK AND 
treads, risers and thresholds. PARQUETRY FLOORING. 








— 
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duction of reporting mills was 17.5 
percent above; shipments were 32.7 
percent above; and new orders were 
24.5 percent above. 


Western Pine 


The 98 mills reporting to the 
Western Pine Association for the 
week ending February 18, 1950, cut 
46,515,000 feet as compared to 32,- 
725,000 feet for the same period a 
year ago. Orders for the week 


totaled 68,166,000 feet, or 46.5 per- 


cent over production. Shipments 
amounted to 61,549,000 feet, or 32.3 
percent above production. Gross 
stocks at the week’s end amounted 
to 754,262,000 feet and orders un- 
filled totaled 260,426,000 feet, com- 
pared to 166,550,000 feet for the 
same week a year ago. 


Southern Pine 


Production of Southern Pine by 
the 112 mills reporting to the 
Southern Pine Association for the 





The LUMBER MARKET 


The following is a general market analysis as we go to press. Since many 
variable factors in each producing area affect individual mill quotations, the 
prices listed below must be considered for what they are — — — an average 
of current f.o.b. mill quotations of those surveyed. 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. Cc D 
SS Win cckesneweaen 150.00 145.00 85.00 
Flat Grain Flooring 
fe errr oe 130.00 120.00 72.50 
DS Deéiavctvawoawes 140.00 130.00 82.50 
Drop Siding 
1 x 6 (Pat. #106)..145.00 140.00 90.00 
1x 6 at. #116)..145.00 140.00 85.00 
Ceiling 
eS re 115.00 110.00 55.00 
© 0 Ona wtceneuwens 150.00 145.00 95.00 


Boards and Shiplap 
1x6 1x8 1x10 1x12 


SS ena 58.00 58.00 56.00 57.00 
No. 2 ........58.50 54.50 52.00 53.50 
DL Ske eee 43.00 43.00 42.00 42.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4..64.00 64.00 64.00 64.00 64.00 
2x 6..63.00 63.00 63.00 63.00 63.00 
2 x 8..63.00 63.00 63.00 63.00 63.00 
2 x 10..63.00 63.00 63.00 63.00 63.00 
2 x 12..62.00 62.00 62.00 62.00 62.00 


No. 2 Dimension 
0.50 


2x 4..60.50 60.50 60.50 60.50 
2x 6..59.50 59.50 59.50 59.50 59.50 
2x §8..59.50 59.50 59.50 59.50 59.50 
2x 10..59.50 59.50 59.50 59.50 59.50 
2 x 12..58.50 58.50 58.50 58.50 58.50 
No. 3 Dimension 

2x 4..42.00 sos tows 
2x 6..40.00 
2x 8..39:00 
2x 10..38.00 
S & 3a... 

(Fc 


:. +4 — a 
For kiln-dried add about $8. 00.) 





OAK FLOORING 

Clear Pln 4§x2% #§x1% %x2 %x2% 

White ..175.00 150.00 160.00 150.00 

Red ....175.00 150.00 160.00 150.00 
Sel Pin 

White ..165.00 152.00 150.00 135.00 

Red ....165.00 142.00 150.00 135.00 
#1 Com 

White ..140.00 115.00 135.00 120.00 

Red ....140.00 115.00 135.00 120.00 
#2 Mix 

is" Shorts 90.00 65.00 80.00 55.00 
#1 Com 

Btr. “100. 00 70.00 80.00 65.00 

2 Comm 

15” Gherts 65.00 40.00 55.00 30.00 





RED CEDAR SHINGLES 


Royals 
NEE, so ip ac big. dele wal elena wane oe $11.50 
Tk a nen eee 8.5 
DE” Sn dn ec ssc cbewecaseeen nome 4.50 
Perfections 
SOO) rae ere $9.00 
Sa een 5.75 
ag, er 3.25 
| fe > TF : ie + + + See $7.50 per Sq. 
| Ck eer 5.40 per Sq. 
~~ > 7a 3.40 per Sq. 
5/2% 18” #1 Sidewall..... $8.75 per Sa. 
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SOUTHERN PINE 


Vertical Grain Flooring 


Btr. Cc D 
Bee 190.09 180.00 135.00 
Flat Ay yaa Flooring 
RRS Sapa 170.00 160.00 120.00 
1 x iid ace ace 170.00 160.00 120.00 
Drop Siding 
1 x 6 Pat. #106.170.00 160.00 123.00 
1 x 6 Pat. #116.170.00 160.00 123.00 
Ceiling 
fF yea 155.00 145.00 110.00 
ee Se a ee en ee 
Roards and Shiplap 
1x 1x8 1x10 1x12 
No. 1 120.00 120.00 120.00 130.00 
No. 2 .. 80.00 80.00 80.00 90.00 
No. 3 .. 72.00 72.00 72.00 80.00 
No. 1 Di- 
mension 12’ 14’ 16’ 18’ 20’ 
2x 4.81.00 83.00 87.00 90.00 90.00 
2x 6.81.00 83.00 87.00 90.00 90.00 
2x 8.81.00 80.00 88.00 93.00 93.00 
2 x 10.88.00 88.00 88.00 91.00 91.00 
2x 12.96.00 96.00 99.00 102.00 102.00 
No. 2 Dimension 
2x 4.73.00 77.00 79.00 82.00 82.00 
2x 6.70.00 72.00 73.00 76:00 76.00 
2x 8.73.00 72.00 71.00 74.00 74.00 
2x 10.79.00 80.00 79.00 82.00 82.00 
2 x 12.74.00 74.00 74.00 80.00 80.00 
No. 3 Dimension ars our 
2x 4.57.00 
2x 6.54.00 
SR GRESe  scvs ee 
2 x 10.55.00 nae Pete 
2 x 12.45.00 aindbes 





WESTERN PINE 


Ponderosa Pine 


Selects, 

S2 or 4S 4/4 RW 5/4RW 6/4 RW 
2 Sa 190.00 190.00 190.00 
. “ae 165.00 165.00 165.00 

Shop, 82S No. 1 No. 2 
Ser cee 105.00 80.00 
Me dw srateak nthe aacae ota 105.00 80.00 

Commons, S2 or 4S No. 2 No. 3 
es ae S 92.00 63.00 
“en 6: 8 ae ee 95.00 60.00 


x4 1x5 1x6 1x8 
a RL. 165. 00 165.00 165.00 165.00 


No 1 RL...102.00 102.00 102.00 102.00 
No. 2 is... 95.00 95.00 95.00 95.00 

Idaho White Pine 

Selects, 5-6/4 

S2 or 48S 1x4 1x6 1x8 RW 
2 200.00 200.00 200.00 220.00 
oe ae 180.00 180.00 180.00 190.00 

Commons, SZ2o0r4S No.1 No.2 No.3 
Soh Vere 134.00 118.00 96.50 
cS. ere 134.00 118.00 96.50 

Sugar Pine 

Selects, 

S2 or 48S >> RW 5/4RW 6/4 RW 
B&Btr. RL ..230.00 230.00 230.00 

Me tcccwda's 220.00 220.00 220.00 

ae 200.00 200.00 200.00 

Shop, S2S No.1 No.2 No.3 
ME, She dwinreieawewhacee 115.00 90.00 72.00 
i Oe Ore 115.00 90.00 72.00 
or 130.00 97.00 72.00 
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week ending February 18, 1950, 
amounted to 16,327,000 feet, or 
10.95 percent below the three year 
average. Shipments for the week 
totaled 16,828,000 feet, 3.27 percent 
above production but 8.22 percent 
below the three year average. Or- 
ders for the week amounted to 19,- 
240,000 feet, 17.84 percent above 
production and 4.94 above the three 
year average. Orders on hand in- 
creased 5.06 percent over the previ- 
ous week. 















Northern Pine 





The five mills reporting to the 
Northern Pine Manufacturers’ As- 
sociation for the week ending Feb- 
ruary 18, 1950, cut 855,000 feet. 
Shipments totaled 945,000 feet and 
orders amounted to 1,530,000 feet. 
Unfilled orders amounted to 3,285,- 
000 feet compared to 2,710,000 feet 
for the same week a year ago. 





HEMLOCK 
Boards & 
Shiplap 1x6 1x8 1x10 1x12 
Uppers 87.00 87.00 107.00 117.00 
eee 51.00 53.00 53.00 53.00 
i ae 46.00 49.00 49.00 49.00 
eee 40.00 40.00 40.00 40.00 
No. 1 Dimension 
1 14’ 16’ 18’ 20’ 
2x 4.63.00 63.00 64.00 65.00 65.00 
2x 6.59.00 59.00 62.00 63.00 63.00 
2x 8.59.00 59.00 62.00 63.00 63.00 
2x 10.59.00 59.00 62.00 63.00 63.00 
2 x 12.50.00 59.00 62.00 63.00 63.00 
No. 2 Dimension 
2x 4.57.00 57.00 60.00 59.00 59.00 
2x 6.57.00 57.00 57.00 57.00 57.00 
2x 8.57.00 57.00 57.00 57.00 57.00 
2x 10.57.00 57.00 57.00 57.00 57.00 
,2 x 12.57.00 57.00 57.00 57.00 57.00 
No. 3 ry” we ~~ 
2x 4.42.00 
2x 6.40.00 
2x 8.40.00 
2 x 10.38.00 
2 x 12.38.00 





ENGLEMAN SPRUCE 





Boards & 

Shiplap 1x6 1x8 1x10 1x12 
Uppers. .204.75 204.75 204.75 204.75 
No. 1 ...100.00 100.00 100.00 100.00 
No. 2 ... 88.00 88.00 88.00 88.00 
No. 3 ... 63.00 63.00 63.00 63.00 

No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 
|: = See 
2 a eer 
2" eae 
-2 e. Seer . 

No. 2 Dimension & Better 
2x 4.61.00 61.00 61.00 61.00 61.00 
2x 6.61.00 61.00 61.00 61.00 61.00 
2x 8.63.00 63.00 63.00 63.00 63.00 
2x 10.61.00 61.00 61.00 61.00 61.00 
2x 12.61.00 61.00 61.00 61.00 61.00 

No. 3 Dimension R/L Only 
3X Gee cece een 
2x 6.39.00 
2x 8.39.00 
2 x 10.39.00 
2 x 12.39.00 

REDWOOD 
Finish 

= 6 ABBtr. BIGiMS.. 2. ic cscccs 105.00 

% S 8 BEE. SIGINT... cc ccccces 130.00 

S% = 8 ABBte. BiGing.........csece 170.00 

/ X= 30 Baer. BIGiNS. ... cc cves cc 175.00 

ef eee eee 165.00 

Da as de Sod ci aie daimetne sium 175.00 

Se PICA acd ti ctciaweeasobe ee er 195.00 

oe. 2 Se eee 205.00 

ee ee a 6 oh wae ol esa deel ane 215.00 
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STRAIGHT 





t radley “tx Hardwood Flooring 


Gives you the 


Strips match perfectly from 
end to end. 


2 No crook, no forcing, no nailed- 
in tension. 


3, Faster laying . . . lower labor 
cost . . . more profit. 


4 Owner enthusiasm for a lasting, 
superior floor. 


These advantages explain the loyalty to Bradley Straight-line by a nation- 
wide host of contractors, floor layers and builders. If you don’t belong to 


this group now, your first Bradley installation will put you in... for keeps. 


Produced in Oak, Beech and Pecan, finished 
and unfinished. Bradley also manufactures 
Oak Plank Flooring, finished and unfinished. 


Call Our Nearest Representative 


Bradley Lumber Company 
of Arkansas 
WARREN, ARKANSAS 


Buitp: nc Propucts: MERCHANDISER 















DEALERS 


Protect your sales and give your 
customers added service! 







Test your lumber and wood products for 
moisture content accurately, quickly with 


MOISTURE REGISTER MODEL DC-2 


Only the new Moisture electronic Moisture 
Register Model DC-2 gives you all these fea- 
tures for $89.50: — 

e Dual range, tests from 6% to 28%. e Micro- 
ammeter adjustment for extreme accuracy. ¢ 
Direct reading, instant calibration, simple to 
operate. e Complete shielding from outside 
electrical interference. e Temperature correc- 
tion from 40 to 240 degrees F. e Automatic 
compensation for voltage and tube variation. 
Operates on resistance principle. e One-year 
guarantee. 

Equipped with long-life, low cost batteries. 
Weighs 5 lbs., self-contained in walnut case, 
ruggedly constructed. Dimensions 10°x6"x4". 


Moisture Register instruments pay off i 


greater customer satisfaction. 
pLus eee 
TEN DAY 


FREE TRIAL 


Try the new Model 
DC-2 for 10 days 
free. No obliga- 
tion. Send for it 
today. Use it, test 
it and prove its 
superiority. 



























DC-2 is one of 4 
specifically de- 
signed instruments 
for testing moisture content in wood and 
wood products. There is a model to fit your 
requirements. Write today for complete details. 





























The standard 
in moisture 
testing 


ELELIR 
STUR 








133-North 
Garfield Avenue 
Alhambra, California 





--- 50 YEARS AGO --- 
= pence ikem 


= AMERICAN LUMBERMAN 


= The Industry's Leader _. 
_THEN and NOW = 















A Quick Sale 


There are ways and ways of buying and selling lumber 
yards. A yard man told me that he could sell at 40 percent 
premium on his inventory. You know of course what a 
condition like that implies. The yard is doing a steady 
and profitable business and is in every respect desirable. 
A yard man not long ago sold at a premium of $2 a 
thousand on the lumber in pile, over and above the price 
it cost him to lay it where it was. I suppose he had on 
hand 400,000 feet, the bonus amounting to $800. Another 
yard man when approached on the subject of selling re- 
plied, “That shed there cost me $250; if you want to 
invoice it at $1,200 we will call it a go.” 

There are retail men who repudiate all this premium 
business. They say that a man is not wise to pay a 
premium for a business; that the good will of a business 
is an asset which is of little value; that it was the man 
that made the business and he is not sold with the outfit. 
If these men prefer to start a new yard to paying a 
premium for one already established, that is their busi- 
ness. There are others who are willing to break into the 
trade on the premium plan. After a good deal of rubbing 
up against the yard man, and knowing the value they 
place on their business, under ordinary circumstances I 
should not expect to be able to buy a desirable yard in 
six months without paying more for it than the invoices 
of the goods showed. 

I was told the other day on what short notice a yard 
was sold. The man who bought it was a stranger in the 
town. He looked around, saw the yard that suited him, 
went in and struck up a conversation with the owner. 
They walked around, and the newcomer saw what there 
was in stock. Incidentally, apparently, the yard man was 
asked if he had any desire to sell out, and replied he had 
never had anything yet, except his wife and children, that 
he wouldn’t sell. He was asked how much he would take, 
and a lump sum was named. “I will take it,” said the 
stranger. “Here is $500; draw up a contract and I will 
take possession next Monday and pay you the balance of 
the purchase price.” 

That was the way the bargain was struck and so far 
as I have learned both parties were satisfied. “No doubt,” 
said a yard man who was speaking of the deal, “the 
original owner of the yard set his price so that he was 
safe; but, really, how much of a figure does $500 or $600 
cut when it comes to buying a business that suits you? 
It amounts to nothing. I know a dealer who was looking 
for a yard and he tried to strike a bargain with the 
owner of one of the best yards in his section, but the 
owner of the yard wanted a bonus of $800. I believe the 
other fellow offered $500. They couldn’t get together and 
the man bought a yard in a near-by town and was glad 
to get rid of it again in less than 12 months. Then he 
was out again looking for another location.” 

It takes a trader, however, to buy a lumber yard as 
quickly as did the man mentioned above, and not many 
of us belong to that class. 

A good thing is worth a zood price; when we forget 
that we are apt to make some poor bargains.” 


MET L. SALEY, AMERICAN LUMBERMAN 





Sept. 29, 1900 
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Naturally. That bronze screen will keep them 
out permanently. It’s made of high-strength 
ANACONDA Bronze Wire that never rusts. 


And because it never rusts, it will never need 
painting. So it will never be clogged with either 
rust scales or paint blobs. 


And that means it will always let through 
plenty of light and air... 


... But no bugs! 


Bronze screening made with ANACONDA 
Bronze Wire is a pleasure to sell to your custom- 
ers and a pleasure for your customers to use. 


For more information about ANACONDA Bronze Screen 
Wire, write to The American Brass Company, Waterbury 
20, Connecticut. In Canada: Anaconda American Brass 
Ltd., New Toronto, Ontario. 

* The American Brass Company does not weave bronze insect screen- 
ing, but from the earliest use of metal for screens has furnished uni- 


form, high-strength bronze wire to the nation’s leading manufacturers. 
5048 


To make satisfied customers... sell 
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BRONZE SCREEN WIRE* 


33 






















Mis ELASTG 


Miles Ahead of Putty 


Give your customers — home handymen and con- 
tractors—a break. Switch them from messy, short- 
lived putty to Armstrong’s ‘33”— for glazing 
wood or metal sash. 


This amazing, inexpensive material stays 
E-L-A-S-T-I-C. It expands and contracts with 
weather changes — mever gets rock-hard; won't 
crack, chip or crumble. And so easy to apply! 
“33” is SMOOTH — not “runny”; not lumpy... 
can be painted immediately after application. 

Yes, here’s a glazing compound EVERYONE 
likes. You will do well to feature it. 


Now Nationally Advertised 


This Spring leading magazines — Better Homes, 
Country Gentleman, etc.—are carrying advertising 
on Armstrong’s “33” to 7,500,000 homes, and to 
contractors. Stock “33”—display it! You will find 
it a fast-moving, profitable item. Better order sev- 
eral cases from your jobber now! 





POINT-OF-SALE DISPLAY 


In top of EACH 1-lb. carton is a beau- 
tiful, 3-color display card. Combine F 
card and carton, as ~ 
shown, and you have a 
powerful display, taking 
but small space on your 
retail counter. 5 and 
10-Ib. cans and larger 
drums also available. 





ARMSTRONG COMPANY - 4064 5S. LASALLE - CHICAGO 9, ILL. 


Please send me FREE 1-lb. sample of your “33” 
E-L-A-S-T-I-C Glazing Compound. 





oe es ee cee ee ee ome eee oes oo 
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AMERICAN LUMBERMAN a "Must" 


To the Editor: We were very, very much interested 
in your article “Efficient Warehouse Layouts Spell 
Speedy Profit Handling for Burritt’s.” It is articles 
such as this that make the AMERICAN LUMBERMAN a 
must on our desk. 5 

We also noted with considerable interest the picture 
on the cover of the February 11th issue, and we as- 
sume that this illustration is of the Burritt warehouse, 
but if not we would ask that you be kind enough to 
advise us otherwise. We are in the throes of the re- 
alization that our present warehouse is inadequate and 
inefficient, and would like to make some very basic 
plans for warehousing facilities, long range if neces- 
sary. 

It is entirely possible that your staff could be help- 
ful to us in recommending to whom we could go for 
advice and experience. For your further information, 
we engage in the wholesale sash and door jobbing 
business and also handle allied building materials such 
as Roofing, Insulation Boards, Masonite, et cetera.— 
A. J. JORDAN, JR., Jordan Millwork Company, Sioux 
Falls, S. D. 















Re: Dealer Operating Figures 


To the Editor: In connection with your “Analysis 
of Dealer Operating Figures,’”’ November 5, 1949 issue, 
please tell me if the expense heading “Salaries (all 
other)” includes all other wages paid, or if some direct 
labor costs such as truck driver delivery men, or ware- 
housemen were included in cost of merchandise sold? 

If an analysis of all wages showing the breakdown 
of office wages, clerks, salesmen, truck drivers and 
warehousemen is available, it would be greatly appre- 
ciated. 

Am I correct in assuming that freight and express 
“in” and discount granted were included in “Cost of 
Merchandise Sold?” 

Were interest on mortgages and notes payable con- 
sidered? If so in what category were they placed? 

The answers to these questions will enable me to 
develop a better analysis comparison for Curran Bldg. 
Supply Company of Littleton, New Hampshire—your 
subscriber and my employer.—EDWIN F. ESTLE. 


RE: DEALER OPERATING 


The survey referred to here was conducted by a state 
association among its membership. It was the first 
attempt ever made on a project of this kind by the 
association. While the information secured was very 
much worthwhile, any new survey in this field would 
be more comprehensive, the Secretary states. He 
adds: “Salaries (all other) included all wages pal 
other than those of managers and owners. The break- 
down of this percentage is not available as the deal- 
ers lumped these items. As far as we could ascertain 
on freight and express (in) and discounts granted 
were included in the cost of merchandise sold. On 
any payments received showing interest on mortgages 
and notes they were included in miscellaneous.” 
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Patterns for Profit 





Patterns for Profit* 


Regardless of the fact that the average dealer has 
not attained it in the past, most authorities agree 
that a 10 percent Net Profit before taxes is a proper 
and ethical goal for management in lumber and 
building products retailing. 

This is the second of a series of four editorials on 
Operational Policies which lead to a 10 percent 
Net Profit before taxes on a satisfactory volume of 
business. 





Il. CONSUMER SALES AND SERVICE. 


Net profits come from only one source—the dollars 
of the ultimate consumer of lumber and _ building 
products. 

There is an economic reason why sales direct to 
consumers or ultimate users of lumber and building 
products are more profitable than sales to contractors. 

When the contractor makes the sale to the con- 
sumer he has fixed the price on both labor and ma- 
terials. Whatever profit exists in the sale is a matter 
of struggle between the contractor (who can usually 
huy from several competing dealers) and the dealer. 

Every extra dollar the contractor pays for mate- 
rials comes out of his net profit on the job. Every 
dollar he can carve from the purchase price adds to 
his own net profit. 

Very often he has the choice of three or four or 
more of dealers who have equivalent quality and 
service—the competition is on a fixed quantitative 
and qualitative specification and price is the major 
issue. Salesmanship has a bearing but the lowest 
price too often wins. 

Contrast this with the situation where the dealer 
makes the sale to the consumer. Here both the quan- 
titative and qualitative aspects of the sale are vari- 
able. No two construction jobs are ever alike—there 
is no exact basis of price competition. Creative sales- 
manship enters the picture and the best salesman 
Wins. 

Furthermore, the consumer is far less likely to shop 
competitively from varied suppliers. 

Where the dealer makes the sale to the consumer, 
his profit situation with the contractor is exactly 
reversed, 

Here the dealer buys construction services from 
varied contractors. Every dollar he pays for con- 
tractor services comes out of his net profit so the 
price he is able to get from contractors for their 
serviccs is a vital consideration. 

(The dealer has a great stake in contractor’s good 
will -» he will strive to get a satisfactory profit for 
the contractors in the sale, often selling the contrac- 
lor services at a better price than the contractor 
could set for his services in contractor competition. ) 

ming the best source of contractor income in 
mmunity assures contractor cooperation. 
‘hooves the dealer, therefore, to make all pos- 


NG Propucts MERCHANDISER 


Edttorial 


sible sales to the consumer himself and keep his 
contractors busy on jobs he has sold for them. 
Surveys indicate that the dealers who are making 
10 percent net profit year after year in normal times 
on a satisfactory volume, do so because of their ratio 
of sales billed to consumers to sales billed to con- 


. tractors. In the majority of cases, this ratio is 70-30 


—70 percent consumer sales (industrials are classed 
as consumers) and 30 percent sales billed to con- 
tractors. 

Because a high percentage of consumer sales are 
usually cash sales (30 percent of gross volume in cash 
sales seems to be an ideal percentage) credit losses 
are held to a minimum and net profits are increased. 

Consumers prefer to buy in stores from responsible 
merchants. 

It is not difficult for a dealer who wishes to in- 
crease his consumer sales to bring construction-need- 
ing consumer traffic to his door first. 

Shall the consumer with a building problem first 
seek out his neighborhood contractor—or the lumber 
and building products dealer? 

He will go where he is invited and continue to go 
where he is well treated! 

A conservative advertising campaign setting up 
the dealer as headquarters for dependable building 
service will do the job. 

Such headliners as “Everything to Build Any- 
thing,” “The Building Department Store,” “If You 
Need a Building Mechanic See Us,” “Our Mr. Fix-It 
Can Handle Your Repair or Remodeling Problem,” 
“See Us for Best Values in New Home Construction,” 
ete., will be found effective. 

It is also a good plan to list the company name in 
the local classified directories under the various con- 
struction services. 

Offering easy payment financing is another excel- 
lent consumer traffic builder—as are model homes 
and consumer displays. 

To control consumer traffic the dealer should grad- 
ually step up his advertising appropriation (depart- 
ment stores spend 214 percent of sales for advertis- 
ing) until practically no one in his trading area 
would think of first going elsewhere when in need of 
construction services. 

This is the road to 10 percent net profit on a satis- 
factory sales volume. 


While profits come from consumer dollars they 
are secured by people who can serve consumers. 

So the development of people who will make ade- 
quate profits will be the subject of a third editorial 
in this series. 
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HOW TO BUILD 


... and 


Eujoy dotug tt! 


Follow John and Mary Brown step-by-step 
as they plan their new home with the help of Temple 
Lumber Company’s One-Stop Building Service 


Photos by Chester.O’Donnell, Houston 


T HOUSANDS of home owners in the Southwest 
have been aided in building and owning a home of 
their own by the One-Stop Building Service offered by 
the Temple Lumber Co., with headquarters in Hous- 
ton, Tex. 

The title of this article, “How to Build a Home... 
and Enjoy Doing It!”, is taken from a two-color, eight- 
page leaflet distributed through the Temple Lumber 
Company’s 32 retail outlets. 

This leaflet has been featured on the company’s 
radio programs and in its newspaper advertisements. 
It is sent to anyone who phones, writes or visits a 
Temple yard. 

The pictures and text in these pages are taken di- 
rectly from the Temple Lumber Co. leaflet. Included 
in the leaflet is a cost-finding chart, breaking down the 
cost of the new home into estimated monthly pay- 
ments. The back cover emphasizes Temple’s special 
services: plan suggestions; lot location service; cost 
finding (on your plan); estimates and bids (labor and 
materials); financing FHA loans; kitchen planning, 
custom kitchens, cabinets and millwork; decorative 
service, color schemes and wood paneling; paints, wall- 
paper and venetian blinds; complete line of building 
materials. 


76 








.... deciding to build 


John: “Let’s visit Temple Lumber Company and 
find out how their One Stop Building Servig 
can help us get started.” 

Mary: “Tomorrow would be mighty fine. Tomorroy 
afternoon!” 


You and your spouse have discussed your dream 
home countless times. Now, if you have a steady 
income, and have saved enough for the usual dow 
payment, you’re ready to build. If the husband is 
a veteran of World War II, he can use his 
G.I. Loan privileges if he desires—and won’t have 
to make the usual down payment. You probably 
have plan ideas from home magazines and, maybe 
plans of friends’ or relatives’ new homes. 


.... plans 


John: “This ranch type bungalow is exactly what 
we’ve been looking for!” 

Mary: “It’s so roomy. Do you think we can build it 
within our budget?” 

Temple’s Building Expert: “Absolutely, Mrs. Brown. 
Here is the estimated cost.” 


Whether you prefer a Colonial, Texas Ranch 
Type, English, Modern, Bungalow or Two-Story, 
Temple’s building experts help you get started. With 
a definite total cost figure in mind and with your 
architectural desires understood, Temple can 
provide suggested home designs. After you find a 
plan idea similar to what you want, Temple can 
arrange for an architect to draw plans. 
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.... financing 


7? 


John: “This is the largest loan we’ve ever made! 
Mary: “And without Temple’s help we wouldn’t 
have known where to begin.” 
Temple makes financing as easy as falling off a log. 


A Temple expert helps you by making all arrange- 
ments for your loan. Temple takes care of such items 
as legal descriptions, searches, plot plans, and 
specifications. Temple’s finance representatives know 
sources of mortgage money. To help you obtain 
your loan, Temple sees that you are supplied with 
all necessary forms, and that they are filled out 
correctly for quick handling. 


.... experts check your plans 


Yard Manager: “The plans look O. K. except for this 
door. It should be hung to open outward 
instead of inward. That will save Mrs. Brown 
over eight square feet of kitchen 
floor space.” 


When your plans and specifications are completed 
by your architect, both are carefully reviewed by 
seasoned building experts at Temple Lumber 
Company. Temple’s staff is composed of experienced 
men with architectural training. These building 
specialists know all the technicalities of framing a 
house. They are familiar with lumber, masonry, 
wiring, plumbing, heating and all the other 
intricate parts that go into the finished home. 
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.... contractor references 


Contractor: “It’s a pleasure to build your home, 
Mr. and Mrs. Brown. I’m glad my bid 
was low.” 

John: “We know you are a good builder—you were 
recommended by Temple.” 


Temple has available for you a large number of 
seasoned building contractors and sub-contractors. 
The Temple building expert helps you find the right 
Temple-approved contractor to build your home. 

If Temple recommends him, you know he is depend- 
able, a good builder, an experienced contractor, and 
a business man who knows how to work with the 
many sub-contractors who have given him bids on 
doing their part in building your home. 





.... architectural assistance 


Temple’s Building Expert: “The Browns’ living room 
windows should be moved six feet this way. 
That will enable them to place their piano 
against this wall.” 

Architect: “A good idea! I didn’t know they had 
a piano.” 


After the Temple building expert has talked to 
you and digested your ideas and desires, he assists the 
architect by making sure that your plans incorporate 
all your individual desires. Costs are kept in mind, 
so that the estimated total will not be exceeded. 
Good design and engineering are all part of the 
architect’s work, as he completes your plans and 
specifications with the aid of the Temple 
building expert. 





.... Supervision .... your finished home 


Carpenter: “We almost made a mistake here in the 
hall where the attic fan vent is placed, but 
Temple’s supervisor set us right.” 

John: “What a relief! I certainly couldn’t have 
helped you.” 


John: “Our own home! How wonderful it is to he 
buying our own home instead of paying rent 
for that stuffy apartment.” 

Mary: “And it was all so easy—thanks to Temples 
One Stop Building Service.” 


Lifetime satisfaction is assured you by Temple, 
because Temple furnishes ALL the materials for your 
home. Only the best are used: kiln-dried lumber, 
roofing, paints, wallboard, windows, doors, siding, 
hardware. Every item is backed by Temple. And 
finally—the big day comes. Thanks to the “know 
how” of Temple’s staff, your home is finished. 
You'll never forget that happy day as long as you 
live. How proud and thrilled you’ll be! 


You haven’t the time to check up on all the 
technicalities of construction—so, Temple not only 
shows you on your specifications every last detail, 
but a Temple supervisor acts as a watch dog to see 
that everything is put in and that the work is 
carried out just exactly as you want. On F.H.A. 
jobs, F.H.A. inspectors also check all details of 
construction. This Temple supervision lets you enjoy 
building. It is an important part of Temple’s 
One Stop Service. 











Robbir 
Maple 


ture i: 


TOUGH DELIVERIES 
HANDLED WITH EASE 


NARROW STREETS and drive- 


TIME PAYMENT SALES CAN BE BIG BUSINESS 


Here are some dealer sales rec- 


ords from the files of ABC, credit 
firm that makes repair and re- 
modeling loans through retail lum- 
ber dealers. Note that individual 
sales are relatively small—but re- 


member these points: the sales are 
made at list prices; the dealer gets 
his cash at once; he has no credit 
risk. And one sale leads to another 
because it is so easy for the cus- 
tomer to buy and pay. 


Total 
Business 


$209,748.92 
26,811.38 
43,494.08 
27,061.86 
29,334.77 
191,348.71 
41,137.20 
33,862.85 
48,022.76 
54,201.76 
39,708.40 
122,604.39 
25,097.50 
52,206.43 
43,489.18 
52,623.69 
27,816.82 
200,677.89 
38,484.49 
46,944.32 
62,657.40 
50,039.49 
26,848.19 


Number of 


Town or City 
Applications 


Population 


81,864 722 

5,329 39 
22,461 125 
35,147 88 


State 


California 
Idaho 
Illinois 
Indiana 
lowa 159,819 
Kentucky ........... 434,408 
Maine ...... 817 
Maryland .. 6,575 
Massachusetts 102,177 
Michigan 1,623,452 
Minnesota 287,736 
Missouri ......... 634,093 
New Hampshire .. 14,990 
New Jersey . 5,763 
New York .. 21,000 
Ohio ... 31,220 
Oklahoma . 204,424 
Oregon .. 406,404 
Pennsylvania . 13,000 
Pennsylvania .... 671,659 
Texas .... 510,397 
Washington 368,302 
Wisconsin ............ 587,472 
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ways are no problem at the Phila- 
delphia yard of the Peter Lumber 
Co., where one truck is fitted with 
a special body on a _ short-wheel- 
base vehicle to facilitate these de- 
liveries. 

The truck body of stake design Is 
eight feet long. There is a stake 
separation 13 inches wide on either 
side of the body which allows 
boards up to 12 inches wide to be 
laid flat if desired. 


The main section of the truck, 
which is about four feet wide, is 
used for sheet material deliveries. 
Longer lengths can be laid across 
the top of the stake frames. 
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Millions 
Walk 
Daily on 


The | 
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Flooring 


of 
Robbins 
Northern 
Hard Maple 


Flooring! 


Robbins starts with selected Northern Hard 
Maple stock. First step in Robbins manufac- 
ture is careful kiln drying. Each succeeding 
step — ripping, trimming, machining, end- ; 
matching and imprinting the Robbins name and the 3 ge gy Bs eal a Se ae a 
Maple Flooring Manufacturers Association mill number— 

is done on modern equipment by trained machine opera- 


its method of supplying each piece graded just as it 
tors, insuring the best of workmanship. lt a 4 . 


comes from the machine means better value for you and 


Robbins Flooring has the modern "TWIN-V BACK- your customers. 


GROOVE," which provides more bearing surface and ' 
tends to minimize cupping, thus assuring a permanently We believe that Robbins methods produce better floor- 


tits. sansther Gear. ing—better for you to sell—better for your customers 

to buy. Be convinced! Offer Robbins famous '"TWIN-V 
Another asset of Robbins Flooring: Robbins does not BACK-GROQOVED" Northern Hard Maple Flooring— 
indiscriminately "cut-for-grade." Robbins believes that and see for yourself. 


Robbins also manufactures 
and has available for prompt 


shipment “Unit Wood Block 
Flooring.” 


Whol. ale distributors in all 
Principal cities. 


ROBBINS FLOORING CO. 
Executive Sales Office: Reed City, Michigan 
Flooring Plants: Reed City and Ishpeming, Michigan 





Member Maple Flooring Mfrs. Assn. 
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Contractors Like to Buy 
at Markel’s 


Ever break out in a cold sweat when 
you get to thinking about those 
competitive prewar days when a 
house bill sometimes grossed as little 
as 10 or 12 percent? Here's one 
dealer's ideas on how to sidestep 
some of that price cutting grief. 


N A FUNCTIONAL and attrac- 
tive display room, Markel, Inc., 
New Orleans, has laid out a path to 
profits that is designed to increase 
sales and profits on a sound, enlarg- 
ing basis. This progressive build- 
ing materials firm, of which Nor- 
bert R. Markel is president, pre- 
sents a unique conception of the 
service responsibilities of the retail 
dealer. 

The first aim of the operation is 
to make it easy and profitable for 
the contractor to sell his customers 
a packaged bill of materials. 

As a primary consideration, Mar- 
kel wanted to sell as much material 
as possible without making an 
overly large investment in person- 
nel, store, and equipment. 

He hoped also to add an increas- 
ing amount of consumer trade 
without going into a large con- 
sumer type program. 

The theory of operation which 
Norbert Markel worked out two 
years ago is accomplishing both 
these aims with steadily increasing 
results. His yard is set up on the 
basic concept of displaying the vari- 
ous building materials—either in 


IT IS THE WAY this modern display room is used that makes it different. 
Markel designed it to help his contractors sell their prospects on the spot. 
service makes contractors glad to see their materials bought at Markel’s. 
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use or indicating use—for the bene. 
fit of the contractor. 


The contractor is now able to do 
a better job of selling his prospects 
by bringing them to the yard. Here 
he can show them exactly the mate- 
rials that will be used in their pros- 
pective house, and how these mate. 
rials will look. What the contractor 
likes best is the proof, through 
trial, that this kind of selling goes 
a long way toward helping him 
avoid competitive bidding. He nat- 
urally does not mind seeing Markel 
make a fair profit so long as compe- 
tition does not drive the price of his 
own job down. 


Markel explains his theory of do- 
ing business this way: “The build- 
ing product merchant has to be 
more than just a warehouser of ma- 
terials. I wasn’t in the position— 
and didn’t care—to expand into a 
tremendous consumer operation 
such as has been put into effect by 
many dealers. 

“The size investment I wanted to 
maintain, plus my location and the 
way we have done business in the 
past, pretty much eliminated the 
idea of a big consumer store with 
the emphasis on consumer salesmen. 

“So I devised a way of doing 
business that I think offers a cre- 
ative service to the consumer and 
the contractor. It helps me control 
the sales I get—and those the con- 
tractors bring in. Besides that, it 
is building a sound, growing busi- 
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ness in which consumer trade is 
playing a bigger and bigger part. 
And this consumer trade is a bonus. 
| It isn’t costing a lot of expensive 
promotion.” 

“Sounds like a new twist,” we 
said. “Your store looks more or 
less like a lot of others we’ve seen. 
So how does the thing work?” 

“Being in the location ’m in— 
not too good for walk-in trade—I 
looked around for a way of doing 
business that would bring the cus- 
tomers to me. I wanted to find a 
way to give the contractors service 
so it would be worth their while 
to buy from me—at a profit to them 
and me. 

“What I finally came up with 
does that job and has also devel- 
oped a profitable and growing 
amount of consumer trade.” 

“Sounds darn good,” we said. 

“IT got the idea,” Markel ex- 
plained, “of thinking of the store 
in terms of being a permanent 
homeshow display. It would be a 
place where contractors could bring 
their prospects to sell them a bill 
of materials by showing them qual- 
ity and what they were getting for 
their money.” 

“Ummmmmmm.” 

“Here’s what makes it a good 
idea as far as I’m concerned. You 
know how it used to be before the 
war. Three or four contractors 
Would get to bidding on a job. 
They’ cut their own prices. Then 
we'd jiave to cut our prices to get 
the b.siness. _ 

“None of them had anything very 
much different to offer except their 
reputstions and the claims they 
could make. Now my store gives 
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) MARKEL’S “BUILDERS SERVICE” means making it easy for the contractor to sell 
his house prospects. The selling is done in the store display room—and the materials 
are sold by Markel. 


my contractor customers the chance 
to offer their prospects more than 
just words. My home show here 
gives my co-operating contractors 
an exclusive sales feature that helps 
them make a non-competitive sale. 
It makes their selling more profit- 
able. And I get a profitable price 
for materials. 

“It was with these thoughts in 
mind that I developed the idea of 
making the store into a homeshow 
display. This is result.” Markel 
waved his arm to indicate the dis- 
play room. 

As he did so, a well-to-do man in 
“puttering” clothes came in the 
front door. Markel got up to meet 
him. It turned out he was inter- 
ested in building an outdoor grill. 
He—not Markel—led the way over 
to the grill display. Markel ex- 
plained the different features, men- 
tioned the materials needed and 
how the job should be done. When 
the customer left, Markel came over 
and swung himself up on the coun- 
ter. 

“There’s a good example of how 
the store works. A contractor first 
brought that fellow in here over a 
year ago. Item by item we sold him 
the materials for his house, and 
then wrapped the whole thing up 
in.a package sale. We did it right 
here on the floor where he could see 
and choose. The way it ended up, 
it was a profitable job for the con- 
tractor, and for us, and the cus- 
tomer got a darn good house with 
no corners cut.” 

“This idea really does have some- 
thing to it,” we said. 

Markel shrugged. “I hoped it 
would work out that way, and it 








has. But that is only part of the 
story.” 

“Is that right?’ we countered. 
“What else?” 

“Today that fellow was in here 
for an outside grill. A couple of 
months ago he was in for a fence. 
Before that for lumber to make an 
outside table. We get lots of con- 
sumer customers like that now. 
They were introduced to us when 
buying their house, By selling them 
all their materials here at the home- 
show display, they learn what we 
handle and get ideas for future im- 


a 
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THIS DISPLAY of an outside grill 
brings many a homeowner back to make 
repeat purchases. Homeowners are in- 
troduced to the store at the time they 
buy the materials for their homes. 


provements. Some of them know 
their way around the store as well 
as we do.” 

“Boy,” we enthused. “And that’s 
all list price business with prac- 
tically no promotion expense at all.” 





TYPICAL OF THE MARKEL method of 

displaying that makes it easy for the 

prospect to see how the materials he buys 

are used — and why quality is a good 
investment. 


“That’s right,” said Markel. 
“And the contractors like getting 
that repeat business as a follow-up 
to the original job. Makes them 
glad to bring their prospects here.” 

“This begins to look like the 
greatest idea since the concrete 
curb,” we said. 

“IT wouldn’t know about that,” 
Markel replied. “But we do feel we 
are building a good, sound basis for 
our business. And one that will 
make things easier for us when the 
going gets really tough again.” 

It strikes us that Norbert Markel 
has some pretty businesslike and 
progressive ideas which a lot of 
dealers could chew over with profit. 
That is why we have told his story. 





THIS KITCHEN is typical of the displays that appeal to homeowners. They ca! 


picture how materials will look in their own homes—hence are easier to sell. 
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AGAIN IN 1950 


we're holding the line on 


Metal Crafters’ attractive, well-constructed orna- 
mental iron railings and new porch columns add charm 
and dignity to a home... and at comparatively low 
cost! Generous trade discounts offer substantial 
profits to dealers. 

Ornamental iron railings and porch columns by Metal 
Crafters are works of art in iron. Our skilled crafts- 


DELIVERED PRICES 


‘an 


List Price 
Per Pair 


$17.26 


Platform 

Length Size 

2° .8" De ag 

a2. 3'-6" 18.64 

3'-8"' 4'-0"' 20.04 

Model GI is a simple yet graceful design 

—_ meets the demand for a low-priced 
railing. 


Number 


MB—32"" 2'-8"' 
3.2" 
3°.8°° 


market. 
wax lta" 


2'.8"" 
3°.2"" 
3'-8"' 


MC—32" 3'-0"" 

MC—38"' 9'.9"" 3°.6"" 

MC—44"' 78" 4'-0"' 

Model MC is basically the same as Model 
ye The difference is the center decorative 
esign. 


2'.8"" 


and artistic railing. 


Division of Castone Products Co. 


JUST FILL OUT THE 
HANDY COUPON 
AND MAIL 





Length 


METAL CRAFTERS--RAILING SPECIALISTS 


E. Ave. and 18th St. N.E., Cedar Rapids, lowa 


ORNAMENTAL IRON RAILINGS with 


THE SAME LOW PRICES 


men enable us to design and fabricate special de- 
signs and sizes. We give the prompt, personal atten- 
tion to your order that it requires. 


Big volume enables us to maintain the same. low 
prices of 1949 in spite of increased cost of labor, 
transportation and material. We'll endeavor to hold 
these prices as long as possible! 


Platform List Price 
Size Per Pair 
7." 

3-6" 
4' —* 


Model MB is a moderately decorative rail- 
ing which meets the approval of the mass 


%ax1%" 


3'-0"" 


4'-0"' 


Model DL makes a strong appeal to a lim- 
ited clientele demanding a highly decorative 


List Price 
100-C $25.84 Each 
100-P 15.20 Each 
Model 100 is available in both single panel 
and corner panel as indicated by C for cor- 
ner and P for single panel. Has built-in foot 
scraper and anchor plate mounting. 


Number 





Metal Crafters—Railing Specialists 
E. Ave. and 18th St. N. E. 
Cedar Rapids, lowa 


Gentlemen: 


Please send us your new catalog and full information about 
your trade discounts. 


Name 


Street 
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RETAIL DEALERS SPEARHEAD FREE ENTERPRISE HOUSING 








Low-Cost Housing 


In lowa 


lowa dealer finds big market for low-cost 


housing that is properly developed and 
financed 


ENRY 8S. WORMHOUDT, Ottumwa, Iowa dealer 
who was an AL&BPM Master Merchant in De- 
cember, 1947, is still in the vanguard of retail building 
material merchants who are doing an outstanding job 
of bringing housing to the American public. 
Wormhoudt is currently engaged in a project de- 
signed to provide houses that can be bought for a low 
down payment coupled with low monthly payments. 
An attractive subdevelopment was set aside for the 
project and an efficient small house developed that 
would keep the selling price within bounds. 


The Union Bank and Trust company of Ottumwa, 
finding Wormhoudt’s plan both a sound investment 
and an undertaking in the public interest, agreed to 
supply the financing, which is FHA insured. 


With the background work done, Wormhoudt got 
down to details. On January 3, 1950, he was able to 
advertise “fa strictly modern house, built on a wonder- 
ful location, to meet the strict regulations of FHA, 
for $375.00 down, and monthly payments lower than 
rent.” The payments actually figure out a little over 
$40 per month. 


The ad pointed out the house includes “a full base- 
ment, with poured concrete foundation, insulated, 
plastered walls and ceilings, weatherstripped windows, 
and oak floors.” 

The house is ready to move in to except for range 
and refrigerator. 

Wormhoudt and the bank hoped for a fair response 
to the single insertion, one page ad which was run. 
They were totally unprepared for the more than 300 
interested persons who visited the yard or bank in 
response to the ad. 

32 made down payments at once. To date the project 
totals 36 sales, without any further advertising or 
promotion beyond the one ad on January 3. Worm- 
houdt believes there are many additional live prospects 
who will respond to further advertising. But they will 
have to wait until the current group is taken care of. 


HELPS CONTRACTORS 


Wormhoudt had hoped to sell as many as 12 houses, 
when he started the project, to give his co-operating 
contractors work through the winter. They are now 
so busy they have to work through cold weather and 
muddy weather alike to keep somewhere near schedule. 

As has been his practice, Wormhoudt figured and 
quoted the complete job to the customer. He then in 
turn allocates a certain number of houses to each co- 
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HENRY S. WORMHOUDT, 
AL&BPM master merchant who 
initiated plan for low-cost housing 
development. 


DICK WORMHOUDT is in imme. 
diate charge of overseeing the pro}: 
ect. A number of contractors are 
doing the building. 


operating contractor. His formula for figuring costs 
assures a fair return to the contractor. At the same 
time, his experience in pricing means the customer 
gets a firm price without the extras that often creep 
in when contractors forget to include hidden items. 


HOUSES are being built on a large tract of high level ground. 
First group will extend six blocks. 


PORTABLE concrete forms allow completion of one basemen! 
a day. Company rents forms to cooperating contractors. 
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HOUSES have full basements with poured concrete walls. Forms 
employed, plus heated concrete, allow cold weather work. 


THE SITE 

The present crop of houses is laid out along a street 
two-fifths of a mile (1942 feet) long, to include six 
blocks. The project is on high ground with an excellent 
view and large enough to make an eventual 240 lots. 

The house is 20x30. It includes two bedrooms, liv- 
ing room, kitchen, unusually ample closet space for a 
small house, and a full basement with inside stairway. 

The poured concrete basement walls are built with 
portable forms which the lumber yard rents to the 
contractors. The forms hold the warmth in the heated 
concrete so that it has been possible to pour basements 
down to ten degrees above zero, thus speeding up the 
project materially. 

Wormhoudt reports that with good working condi- 
tions contractors are turning out a basement a day, 
with about 14 hours needed overnight for setting be- 
fore the forms are removed. 


HOUSE FEATURES 


The houses are of frame construction and each con- 
tractor on the project orders out materials as he needs 
them. Contractors can have plates, studs, rafters and 
other framing members cut to length at the yard. 
They use electric saws for trimming sheathing, roof 
boards and so forth on the job. 

Dick Wormhoudt is in direct charge of the project. 

Henry Wormhoudt reports he is particularly pleased 
with his current housing project because of the type of 
buyer. Although ‘he set out to produce small, inex- 
pensive housing, the quality and appearance of the 
homes is such that a good many young professional 





32-0" 





HOUSES are frame construction and sell for $6,375. Similarity 
of plan makes for lower labor costs. 


GENERAL VIEW of development. Various contractors build 
groups of five or six houses each. Much of material is cut to 
length at yard. 


men and executives have signed up as purchasers. The 
terms are such, also, that many veterans have been 
helped to get homes of their own. 


This project is certainly a practical answer as to 
whether free enterprise at the local level can provide 


housing in the price range lower income families can 
afford. 
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one built at a previous Wormhoudt 
development. 
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(16-3"x 9-3”) 


ite 
Bedroom | Living Room = 


HOUSE .PROVIDES ample room for 
small family. Down payment amounts 
to $375, monthly payments a little over 
$40. Picture windows, dormers and 
other variations can be had at extra 
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SITE METHODS QUALITY MATERIALS 
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OR THE INFORMATION of AL&BPM readers, Watlaia > _ - PME ML ao tieuls 
we recently inspected the Long-Bell Mobilhome Rh AQWweNE A! | T! AS x is — ting 
Company of Amarillo, Tex. This plant, which turns spot 
out individually-built quality houses on a production form 
line basis, operates under franchise of the Mobilhome 
Corp. of America, Bakersfield, Calif. Hugh Curran 
of the Bakersfield company originated the production 
method, and franchises individual companies through- 
out the country to employ the same methods. 

The houses are built from the ground up exactly 
in the same way a house is built on the site by a 
contractor. 

Floor joists are laid down on inverted steel “U” 
runners, which make it possible to move the house to a 
a series of construction stages along the production 
line. 

The main stages are as follows: 1) floor joists, sub- 
floor, oak floor, rough in plumbing; 2) wall framing, 
jet flow heating; 3) roof framing, cornice; 4) shin- 
gling; 5) window units, exterior doors; 6) sheet rock; 
7) interior trim; 8) cabinets; 9) interior door units. 
At the Amarillo plant subcontractors do heating, 
wiring and painting at appropriate points along the 
production line. The exterior of each house is fully 
painted before it moves to the outdoor part of the 
line. 

When a house moves off the end of the line onto the 
moving truck, it is complete, even to refrigerator and 
range, ready to move in. It takes less than a day to 
move the house from the plant, place it on the base- 
ment, and connect the utilities. It is possible for a 
family to be living in their new home 10 working days 
after the first joist is laid down. 

The national company insists on top quality mate- 
rials and workmanship. Each house carries a one year 
guarantee of both workmanship and materials. 

Each plant has numerous stock plans to choose from. 
They range in size from 26 by 30 to 26 by 50 and larger, 
with either two or three bedrooms. Styles of roofs 
and exterior and interior finish, placement of interior 








HOUSES are enclosed and painted before moving outside for 
completion. 
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Bo rere cep. 


EUGENE BURNS, vice-president of Mobilhome Corp. of 
America; John Everitt and M. A. Aldrich of the Long-Bell 
organization, and Earl Maxwell, manager of the Amarillo plant. 


partitions, shifting of window positions, and place- 
ment of gables give almost unlimited variety of ap- 
pearance and individual arrangement within the 
framework of the outside measurements. Hardly ever 
are two houses identical except as requested by cus- 
tomers. 

Substantial dollar savings result from this pro- 
duction line method. Workmen specialize on one par- 
ticular job, such as installing windows, framing, put- 
ting up sheet rock, or shingling. They work in one 
spot under excellent working conditions. They per- 
form their job in a predetermined time as the house 
moves down the line. 

Management schedules materials much more eco- 


EARL MAXWELL signs year’s guarantee of materials and 
workmanship for a happy Mobilhome owner. Booklet also gives 
many helpful hints on care of home for long-lasting satisfaction. 


nomically. Plants turn over most materials as much 
as 12 to 15 times in a year. The complete house is 
delivered to the site in most cases cheaper than ma- 
terials could be hauled out for site building. 

Compared to prefabricated, sectionalized houses, 
the Mobilhome offers additional economies. Local 
plants eliminate both the high factory costs and the 
high distribution costs encountered when a house 
plant is set up on a regional or national basis. Long- 
Bell at Amarillo has found that the combination of 
labor saving, low initial investment, rapid turnover, 
and low distribution costs, result in saving to the 
customer of 16 percent or more compared to an equally 
high-quality site built home of identical design. 
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SUGAR PINE 
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INCENSE CEDAR 
PONDEROSA PINE PLYWOOD 
PONDEROSA PINE DOORS 
MOULDINGS 


While Methods Become Obsolete 


Diesel and engines have long since replaced hay and horses. The changes we 
have made have constantly improved both product and convenience for our 
customers. As in the past, we continue to offer the very best SERVICE and 


QUALITY . 


TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery Street 


SAN FRANCISCO 4, CALIFORNIA 


DOuglas 2-2060 


P. O. Box 1731 


STOCKTON, CALIFORNIA 
Stockton 4-4563 
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ALL TRENDS indicate that the demand for small, econ- 
omy housing will continue strong during 1950. Quality 
and style, however, are becoming increasingly important. 
The economy house shown here is more than a small 
home. It has a definitely attractive elevation. Instead 
of encroaching on the living room space, it provides an 
adequately sized dining area. The living room itself, 
where much of the recreational time is spent, is con- 
siderably larger than that found in most homes of cor- 
responding size. 

The fact that this house is designed for a full basement, 
adds an additional 912 square feet of room area for 
laundry, recreation, and storage. This space can be pro- 
vided at a much less per-square-foot cost than could be 
included above ground. 

In cases where it is not desirable to have the garage 
attached, but where additional floor space is required, the 
same basic plan can easily be modified to increase the 
living area in that direction. 
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HOUSE PLAN 
OF THE MONTH 


Features 
912 square feet less 


Floor area: 
garage. 


Economical basement with exca- 
vated area 32-0 x 26-0. One large 
room with posts and girder support. 
Automatic heat, gas or oil unit under 
kitchen; laundry area next to this. 
Balance of basement available for 
children’s play area, clothes drying. 


Living room. All openings at one 
end so that most of the room available 
for furniture placement without cross 
traffic. Large picture window and 
glass area. Guest closet at one end 
of room. 


Large wardrobe closet in one bed- 
room, floor to ceiling with sliding 
doors. 


Linen closet in hall. 


Built-in Javatory in bath with 
Formica dressing table at each side. 
Large mirror over entire dressing 
table. Sliding doors underneath for 
bath linen and storage. 

Disappearing stair in hall access to 
storage in attic. 

Extra wide garage to provide stor- 
age for children’s bicycles, scooters, 
lawn mower, garden hose, etc. 

Low roof without gables, easy to 
paint without high ladders. 





specifications of House 50-3 are now 
available for $7.00 per set. Two sets 
of plans for this home are $12.00, 
three are $15.00 and four $18.00. 


closing payment, and 
AMERICAN LUMBERMAN, 139 North 
Clark St., Chicago 2, Ill. 





Complete working blueprints and 


Please order plans by number, en- 
address to 








—————« 
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AMONG THE DEALERS 


News of National Interest from Organized Dealer Groups 





CONVENTION NEWS 


WISCONSIN 


3,200 attend 60th annual 
convention at Milwaukee 


THE 60th annual convention of 
the Wisconsin Retail Lumbermens 
Association in Milwaukee, Feb. 14- 
16, was one of the most successful 
in the association’s history. The 
attendance, which exceeded 3,200, 
was a post-war convention record. 
A record number of manufacturers 
took 196 booths in the three ex- 
hibit halls. 

R. E. Nuzum, Nuzum Lumber 
Co., Viroqua, was re-elected presi- 
dent and Joseph E. Richardson, 
Richardson Lumber Co., Sheboy- 
gan Falls, was re-elected treasurer. 

In his annual report President 
Nuzum urged members to take ad- 
vantage of the free association 
services such as the auditing of 
freight bills. 

“Every member should receive 
a $2 or $3 return for every dollar 


he pays out for his association 
dues,” declared Mr. Nuzum, who 


also reported a: growth in associa-. 


tion membership. 


The wives of Wisconsin lumber- 
men are being asked to serve as 
public relations representatives on 
the local level. 


“We want our women to believe 
and declare to the world that retail 
lumbermen are the logical ones to 
handle consumer distribution of 
building materials,” added Presi- 
dent Nuzum. 


Speakers on the convention pro- 
gram included Clyde A. Fulton, 
vice president, National Retail 
Lumber Dealers’ Association, Char- 
lotte, Mich.; Gene Flack, advertis- 
ing director, Sunshine Biscuits, 
Long Island City, N. Y., and G. F. 
Hoppe, sales promotion manager, 
Insulite, Minneapolis. 


“This year can be the most pros- 
perous in the history of the country 





OKLAHOMA DEALERS HELP PLAN COURSE 








3 DEAN Raymond Thomas of the School of Commerce, Oklahoma A & M College, 

Stillwater, Oklahoma, advised a new course of “Merchandising of Building Products” 

would be introduced this fall at A & M College. The new course, first to be introduced 

in Ok!nahoma, will be in the Department of Business Administration under the direction 

of Dr. Fred E. Jewett, Head of the Department. The curriculum was arranged with 

J socaiey members of A & M and retail lumber dealers from over the State of 
ahema. 

Lefi to right: Raymond Means, Professor of Architecture; Dr. Fred E. Jewett, Head 
of the Department of Business Administration; R. A. “Bob” Parker, R. A. Parker 
Lumbe: Co., Ponca City; Bud Everitt, Long-Bell Lumber Co., Enid; Dean Raymond 
Thom»:, School of Commerce; Stewart Seaton, Associate Professor of Business Admin- 
istration; R. O. Fox, R. O. Fox Lumber Co., Stillwater; W. M. Morgan, Executive 
Manager, Oklahoma Lumbermen’s Association, Oklahoma City; Dale Carter, Carter 
Lumber Co., Tulsa; and Walter Kelly, Hope Lumber & Supply Co., Tulsa. 
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COMBINATION 
SASH BALANCES AND 
BRONZE METAL WEATHERSTRIPPING 
INONE UNIT. 
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COMPLETE CARTON PACKAGED 


Ist. Low cost of $3.50 per 
window, any size 





2nd. Easy to apply 

3rd. Velvet smooth in operation 
4th. Absolutely weatherproof 
Sth. Sales helps and displays 
6th. Nationally advertised 

7th. Wide consumer acceptance 
8th. Shipments at once 


9th. See your lumber dealer 
today 


THE WEATHERPROOF PRODUCTS CORP. 
329 Westport Road Jefferson 3133 
Kansas City 2, Missouri 





if we will get off our heels and and 
sell,’ asserted Flack, pointing out exhil 











that the savings by American Me 

people in 1949 were the greatest givel 
in history. as G 

“Successful selling,’’ added Corp 

Flack, “are based on three factors Hop] 

FOR NEW HOM ES sas —know your product, know the Ham 
people you sell and know the best ture} 

OR REMODELING methods of selling that product to Luce 
those people.” mens 
feature the Dealers were advised to be as of tl 
interested in their product as news- and | 
CONVENIENCE of papermen by Hoppe in his talk, repre 
“Your Stock in Trade.” lied 
the 1 

Geor 

Asso 

Asbe 

Robe 

ican 

BUILDERS’ HARDWARE : 
tione 

Asso 

Wherever homes are built or remodeled, you'll find the | 
ers : 

a market for K-V Builders’ Hardware. Fast selling, Exec 
easy-to-install, these items increase the convenience j pe 
of any home. Drawers never stick or sag. Sliding Mg ing « 
cupboard and closet doors open and close with ease sl 
... save valuable floor space. Shelves can be quickly Gi 
was 

adjusted to fit any purpose. There are many potential c & see Wes, eee, eae ciati 
customers for K-V Builders’ Hardware in your com- the past president’s medal by E. E. Hom- ville 
stad, right, himself a past president of posit 

munity. So feature each item in this profitable line! the Wisconsin Retail Lumbermens Asso- grou 
ciation. Secretary H. P. McDermott is an Tyy 

onlooker. yr 

Re-e 

“When a cus McC 

customer asks for a 2x4 | 

— three feet long, find out what he Mea: 

ustable shelf standards and wants to use it for. Tell the cus- ea 

2 shelf space flexible, con tomer something about that 2x4— ” 

— how long it was kiln-dried, where it 
ee came from and how it was selected. MIC 


Gain his confidence. Ask him if he 

needs nails, paint, sandpaper or 
anything else necessary to com- § Be 
plete the job.” 

Besides the Hoo-Hoo concatena- 
tion and entertainment, social the 
events included two luncheons for 
the ladies, the annual banquet and good 
a square dance at which conven- 
tioneers were guests of the asso- ? 
ciation. the 





WESTERN PENN. of A 


Merchandising methods given Wal 
big play at Pennsylvania meet T 


NINE hundred and forty-three Hun 
Be sure to stock plenty of K-Venience persons attended the 43rd Annual J. 
closet fixtures, too! Convention of the Lumber Dealers man 
Association of Western Pennsyl- ald 
K NAP . 4 VO G T vania. Held February 8-9 at Pitts- N 
burgh’s Hotel William Penn, the Rob 

DEPT. N. convention broke all past records —§ and 

GRAND RAPIDS 4, MICHIGAN for the association in attendance shal 
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and the number of manufacturers’ 
exhibits. 

Merchandising methods were 
given a big play with such experts 
as Gates Ferguson of the Celotex 
Corporation; Insulit e’s Gerry 
Hoppe and Johns-Manville’s R. S. 
Hammond explaining the manufac- 
turers’ “help-the-dealer” plan. Cece 
Luce of the West Coast Lumber- 
mens Association, Bill Woodbridge 
of the Red Cedar Shingle Bureau 
and Leo Beckstrom, Western Pine’s 
representative, pointed out the al- 
lied associations’ aims and aids to 
the retail lumber industry. So did 
George Kiefer of the Southern Pine 
Association, Chester Kelsey of the 
Asbestos-Cement Products group, 
Robert Cowles, the National-Amer- 
ican Wholesale Lumber prexy, and 
R. A. Hill, representing the Na- 
tional Paint, Varnish and Lacquer 
Association. Robert Dougherty of 
the National Lumber Manufactur- 
ers and H. R. “Cotton’’ Northrup, 
Executive Vice-President of the 
National Retail Lumber Dealers 
Association, sounded notes of warn- 
ing on governmental aspects affect- 
ing the future of American busi- 
ness. 

George B. King of Tidioute, Pa., 
was elected president of the asso- 
ciation and Frank Grounds, Mead- 
ville, Pa., was elevated to the 
position of first vice-president. The 
group elected Francis D. Beyer of 
Tyrone, Pa., second vice-president. 
Re-elected officers include R. F. 
McCrea, Secretary-Manager, S. W. 
Means, Treasurer and R. P. 
Greiner, Assistant Secretary- 
Treasurer. 


MICHIGAN 


Retailers number close to 
2,000 at annual meeting 


BOTH dealers and. exhibitors 
were highly pleased with the re- 
sults of the annual convention of 
the Michigan Retail Lumber Deal- 
ers Association. Members showed 
good interest in the displays and 
meetings alike. 

Lester Essenburg was elected to 
the presidency. He had been serv- 
ing in that capacity since the death 
of Axel Becker, 

Other officers elected included: 
Walter Peacock, vice-president; 
T. }. Peterson, vice-president; 
Hunter Gaines, secretary; Donald 
J. Moe, assistant secretary; Nor- 
man 13. Cove, treasurer; and Don- 
ald F. Schuur, counsel. 

Newly electéd directors included: 
Robei: A. Dean, Traverse City, 
and ‘“eorge W. Hindenach, Mar- 
shall, Mich. 
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A “‘stopper-reminder” 
that will ring up 


more sales for you 





ERE’S an eye-catching counter easel 
with a sock! A real sales producer, it 
will remind a lot of customers entering your 
store that now’s the time to replace that 
broken pane with Pennvernon Window 
Glass. And your selling job is made even 
easier, because buyers know the reputation 
of Pennvernon as window glass at its best. 
They know that it has excellent visional 
properties; that its brilliant surface finish on 
both sides permits glazing either side out. 
So, display this counter easel in a prominent 
spot and boost your sales of Pennvernon 
Window Glass. 


these other sales clinchers 


—will prove a big help in arranging a well-rounded 
program: (1) a decalcomania that identifies your 
store as headquarters for Pennvernon; (2) a window 
card that’s a sales-winner; (3) an ingenious 3-piece 
window streamer for fall use; (4) folders for envelope 
enclosure or give-away; (5) effective newspaper mats. 
They’re ready to go to work for you, now! Call or 
write your Pittsburgh Plate Glass Company branch 
or jobber for a supply. 





whee. 
Pennuernon 
Window Grass 


ee 


cy 


CHHVE/TIO/. WINDOW GLASS 
PAINTS - GLASS - CHEMICALS - BRUSHES - irs rhs de 


PITTSE UR GH et Re GLASS COMPANY 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer’s 
requirements, the leading Western Whole- 
salers below can take the worry out of your 
lumber buying. Tell them your needs. Let 
them supply your complete requirements. 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon 
Lumber Co. 


Yeon Bidg., Portland, Ore. 
Pacific National Sales Co. 


West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 





CMORSTURG) 


Tes ee ee 


















r Vi) de y, Hg! (7 gps S a gue 
$64 Market St. Sen Frencisco 4. Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Bastern Office € Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O. 


Trio Lumber Co. 


Since 1928 
EUGENE, OREGON 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 














Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 





Malin 6954 
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GRAB BAG PROMOTES 
SLOW-MOVING ITEMS 


Bargains and laughs go together 
in California dealer's store 


HERE is a proven merchandis- 
ing idea submitted by the Myrtle 
Avenue Lumber Co., Monrovia, 
Calif. The grab bag barrel was 
originated by Hal Monroe of the 
firm’s hardware department for the 
purpose of selling slow-moving 
items. 

Each of the barrels is tastefully 
decorated and is filled with as many 
as 50 items of merchandise. Neat- 
ly-lettered signs invite customers to 


try their luck. One barrel is filled 
with items valued from 35c to $1; 
these grab bags go for 25c apiece. 
The second barrel is filled with 
slow-moving items valued from 60¢c 
to $2; these go for 50c apiece. 

W. H. Henkel, office manager, re- 
ports that as many as 50 items are § 
pulled out of these grab bags daily 
with never a dissatisfied customer. 

“The element of chance has, in 
fact, provided us with a lot of 
laughs and cemented our feeling of 
good will amongst our many cus- 
tomers.” 

(For further details about this 
alert organization, turn back to 


















UNIQUE ORDER DESK IMPROVES EFFICIENCY 


THIS unusual work and order 
desk found at the Best Lumber 
and Fuel Co., Milwaukee, Wis., was 
designed for convenience and effi- 
ciency. It is 10 feet long and has 
a maximum width of five feet and 
a minimum width of three feet. 









Six people can work at the desk 
without crowding. In addition to 






its comfortable working surface, 
the desk has ample drawer space. 
The desk is set well back from the 
order counters so there is ample 
room for pedestrian traffic. 





EVERY section of the salesroom is covered by employes seated at this special order 


desk. 
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AL&BPM, November 20, 1948, and 
read about Master Merchant Nor- 
bert Bundschuh.) 





MYRTLE AVE. 
MBER CO. 





GRAB BAG excites the interest of Cheryl 
Ann Monroe, daughter of Hal Monroe, 


head of the hardware department. 








The Salesman's Corner 


A good match lights with its 
first scratch. 

A good salesman lights with 
his first sentence. 

This month, in every presenta- 
tion you make, resolve to kindle 
a quick flame of customer inter- 
est with your first words. 

Aim to make those first words 
SELL YOUR SELLING IN- 
TERVIEW so that from 
then on your customer will be 
listening to you with both ears, 
rather than with just a polite 
semblance of attention. 

If you take this first self-as- 
signment seriously, not once, 
during the month will you begin 
a sales talk with this kind of 
soggy start: 

“I dropped in on account of 
being in your neighborhood, fig- 
uring that maybe if you hap- 
pened to have a little time to 
Spare why, uh well, 
maybe you might be willing to 
Spare me a little of your time to 
tell you a little about a little 
proposition that I got here.” 

his month, make sure none 
of your presentations start that 
Wa.. Make sure, instead, that 
ea. one of them is tipped with 
phosphorous with a crisp 
benefit appeal, sure-fire enough 
to make you light like a match 
. - WITH YOUR FIRST 
SENTENCE! 


—Richard C. Borden 








NEW WALL PANELING FOR 
EASIER SALES and BETTER PROFITS 


PLYTEX is the new plywood paneling with sculptured 
beauty that is winning nationwide acclaim from builders 
Dealers report faster and easier sales. 
PLYTEX is available now in !4" Fir in standard sizes in in- 
terior and exterior grades. 


and decorators. 
V/"" 4' x 8' panels. 


ALABAMA 
Birmingham 4 — Dixie 
Plywood Co. 
_ 2—Hallett Mfg. 


COLORADO 
Denver 6—Walter Lind- 
sey Lbr. & Supplies 


FLORIDA 
Jacksonville 4— Florida 
Southern Plywood Corp. 
Miami 37—Huttig Sash 
& Door Co. 
Miami 38—Dixie Ply- 
wood Co. 
Miami 38—F lorida Ply- 
wood Service 
Tampa i!—Krauss Bros. 
Lumber Co. 
Tampa 5 — McEwen 
Lumber Co. 


GEORGIA i 
Atlanta, N. E.—Dixie 
Plywood Co. 

Savannah, W. — Dixie 
Plywood Co. 


ILLINOIS 
Chicago 22—Aetna Ply- 
wood & Veneer Co. 
Moline—Wholesale Dis- 
tributing Co. 
Rockford — Aetna Ply- 
wood & Veneer Co. 
INDIANA 
Indianapolis 2i—Aetna 
Plywood & Veneer Co. 


1440 Willow Street 
Chicago, Ill. 


Send for FREE samples, prices, and 
details of the profit building sales program. 


Write or Call Your Nearest PLYTEX DISTRIBUTOR 


Redwood PLYTEX available in 


IOWA 
Sioux City 2 — Omaha 
Hardwood Lumber Co. 
KANSAS 
Kansas City 3—Frank 
Paxton Lumber Co. 
KENTUCKY 
— — Bass & 
0. 


LOUISIANA 
New Orleans 12 — Gulf 
States Plywood Co. 
MARYLAND 
Baltimore 2 — Central 
Building Supply, Inc. 


NORTH CAROLINA 
Charlotte—J. E. Elrod 


Lumber Co. 
MASSACHUSETTS High Point — McE 
Charleston 29—Winde- dig cEwen 
McCormick Lumber Co. ‘"mber Co. 
MICHIGAN SOUTH CAROLINA 
Detroit a S. Ply- Darlington — Diamond 
wood Cor Hill Plywood 
Grand Rapids 4—Aetna 
Plywood & Veneer Co. OHIO 
MISSOURI Cleveland i! — Davis 
St. Louis 1!6—Associ- Plywood Corp. ; 
ated Plywood Mills, Inc. Columbus 15 — Davis 
NEBRASKA oe ng vy 
Omaha — Omaha Hard- on ha avis Fly: 


wood Lumber Co. 


NEW YORK PENNSYLVANIA 
New York 54—Plunkett Philadelphia 6—F essen- 
Webster Lumber Co. den Hall Co. 
Long Island City — Pittsburgh 3 — Ha 
American Lumber Co. Keely Plywood Co. 
Rochester 7 — Davis York — Acme Plywood 
Plywood Corp. Co. 


PLYTEX CORPORATION 


Good Territories | 
| sopsers: Are Still Open | 











TENNESSEE 
Knoxville 16—Diamond 
Hill Plywood Co. 
TEXAS 
Dallas 9 — Associated 
Plywood Mills 
Houston !—Dixie Ply- 
wood Co. 
Houston 7 — Detering 
Company ; 
VIRGINIA 
Lynehburg—J. B. & C. 
A. Hutter 
Norfolk {| — Dalton 
Bundy Lumber Co. 
Richmond 21 — Bin- 


swanger & Co., Ine. 
Richmond 24 — Sash, 
Door & Glass Co. 


Richmond 20—McEwen 

Lumber Co. 
WISCONSIN 

Milwaukee 4 — Mil- 


waukee Plywood Co. 


Cl 
PL LY TEX. 


12557 Berea Road 
Cleveland, Ohio 














The Dartnell Corp. 
Buu 
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FREE 

Interesting 

aol kolaat Mm olaclailtia’ 
fol; meme Gholabtiatlaileolal 
by Adhesion 
Write for your 
copy today! 


adhesives in the construction field, that all 
leading architects and progressive con- 
struction men are swinging to this modern 
method for both new constructions and 
modernization. 


Sell “Construction by Adhesion” 


Miracle Black Magic Adhesive 

Miracle Wallboard Cement 

Miracle Panel-Board Cement 

Miracle White Caulking 

Miracle Plastic Underlayment 

You owe it to yourself to get the facts 
today! See Miracle Exhibit, 101 Park Ave- 
nue. Write for information and your free 
brochure. 





GET ALL THE FACTS NOW ON 


A“CONSTRUCTION 
BY ADHESION” 


So substantial are the savings in labor and 
material costs effected by applications of 





Sell Miracle! 


*°CER MOS TILE---— 
i SETTING MORTAR 
apresive~ 
stem TROWELED *+'/’ 
CONC RET Em ~=-4 


MIRACLE ADHESIVE 
* ABRASIVE TREADS: 


oi 


WOO STAR 





FOR TILE FLOORS 


STAIR TREADS 





wimacce’ 


ADHES'VE 
COUNTER ToP< 
METAL MOULDIN, 





a 


UNOLE uw FORMICA ETC 
. 


* 

















COUNTER TOPS 


PARTITIONS 


MIRAGL ADHESIVES CORP. 


Dept. AL3-I!, 214 East 53rd Street 








New York 22, N. Y. 
*Reg. U. S. Pat. Off. 
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The Closed Alley 
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THIS DOUBLE deck material shed has a diagonal alley. 
Thus long lengths of lumber are stored opposite shorts at 
both ends of the structure. Even though interior is parti- 
tioned into bins, note that roof load is not carried by the 
posts. 


Lumber Shed 


x eer SINGLE and double deck closed-alley lumber 
shed is perhaps the most universally used by 
dealers everywhere, not only for the storage of lun- 
ber, but for other building products as well. 

This type structure has both advantages and dis- 
advantages, depending on the use to which it is put 
and the volume of traffic and materials that flow 
through it. Many dealers believe that the enclosed 
alley shed is obsolete. Let us discuss it from the 
standpoint of its service capacities, and its flexibility 
as a warehouse for the materials handled by the re- 
tail dealer. 

For the smaller yard, the closed alley shed still per- 
forms efficient service. In the double-deck type, the 
ground level bins usually house the structural lumber, 
with the upper level for finish lumber, flooring, mill- 
work, insulation, and other lighter materials. 

Many of the sheds have special bays and- closed 
sections for plywood and board products, roofing, 
moldings, etc. Since they can be built any length, 
sheds of this type often house all of the materials for 
a yard. Thus, if adequate alley room is provided for 
constant through traffic, and if all possible mechanical 
tools and equipment for efficient and economical han- 
dling are employed, a close approach to the straight 
line principle of design is achieved. 

Larger yards frequently have several of these build- 
ings, devoted entirely to lumber storage. Some have 
a rail spur down the center of the alley, and unloading 
is accomplished directly from the car into the bins. 
This practice is somewhat complicated when mixed 
cars are unloaded, although conveyor systems are 
commonly used to distribute and sort the items as 
they are unloaded. 

Many of these sheds have the rail spur at one end. 
Thus a car is deposited at the end door, and a con- 




















THE ABOVE PHOTO illustrates how two double deck sheds have been joined to form an 


impressive unit. Many dealers are utilizing existin 


g buildings, adapting them to meet present- 


day requirements, and coming up with a yard as modern as tomorrow, at an amazingly low cost. 
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yeyor system carries the lumber in a straight line 
to its proper bin. 

In the former case, sufficient alley width must be 
included to permit truck traffic down one or both sides 
of the track. Otherwise, a car to be unloaded will 
create a traffic block as long as it is in the shed. The 
shed with the spur at one end is definitely tied up 
while a car is being unloaded. 

Another point to be considered in view of the cur- 
rent high manual handling costs is that in the case 
of the double deck shed, materials must be raised as 
they go into storage, and lowered as they are with- 
drawn. While most of this is done from the bed of 
a car or truck, or onto it in the case of materials for 
delivery, it is nevertheless, a manual operation. This 
is naturally a more time consuming method than one 
where the change of level is not necessary, or where 
it is accomplished by mechanical means. 


A typical cross-section of each of the two types 
is shown on the opposite page. By changing the roof 
construction to a truss-type rafter assembly, the num- 
ber of bearing posts may be reduced, and the shed 


thus becomes an open type warehouse. If this is done, 
layout for storage has the full latitude for the. in- 
stallation of complete mechanical handling. 


Many dealers have performed radical remodeling 
and redesigning work on their closed alley sheds in 
recent years, and the increase in efficiency has been 
amazing. Some have extended one side into a large 
store and office. Others have joined two closely situ- 
ated sheds, with a store and office between, and a 
new front on all three to make an impressive mer- 
chandising plant. 

Others have retrussed the roofs and eliminated the 
bearing posts at each bin, thereby converting the 
building into an open area warehouse. Any of these 
practices, if carefuly planned, can result in substantial 
efficiencies at a minimum cost. 


Thus, even though the alley shed has been in use 
for many years, it still has many service capacities 
that fit current yard operations. Or, if a redesigning 
program for mechanization makes it inefficient in its 
old bin partition form, simple modification oftentimes 
can adapt it to the new requirements. 





The Double Deck Lumber & Material Shed 
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The Single Deck Lumber & Material Shed 
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STORE has picture windows on three 
sides, since the store is set in a triangle 
with motorists and pedestrians passing 
the store on three sides. Offset at the 
store entrance (below) provides an op- 
portunity for attractive landscaping. 


Foster's impressive new store be- 
gan paying dividends right away. 
Three new house jobs were sold on 
opening week end. At least one of 
these customers had never been seen 
in the store before. 


by 


—_ 





— E. FOSTER, president, at his 
desk. 


DISPLAY ISLANDS and platforms are 
mounted on castors so that the entire 
floor layout can be changed in a matter 
of minutes. This double-purpose exhibit 


PERSIST RT So SSS 
SOONG. eS ES 
| Sy - ee 


— = 
wie 
eS 


= 


~~) 
af 


NS 
q 


i; 


Wp 4 Hi | 


es 
i i 
; a Low 
thy. 
* ~¥3. 
| tom. 


-§ CONSTRUCTION 


Home - Building Prospects 
See Materials in Use 


UILDING MATERIALS that 
are basic in every new home 
or remodeling job are given fea- 
tured display treatment in the new 
showroom and offices opened last 
month by the Foster Lumber & 
Construction Co., Valparaiso, Ind. 
Charles E. Foster, president of 
the company, who has been in busi- 
ness on the same site for over half 
a century, is rightfully proud of 
his new building, which is stra- 
tegically located at the intersection 
of three streets. 

The nine large windows (13 x 8) 
are each separated by wooden di- 
viders, lending a pleasant archi- 
tectural effect and offering a com- 
plete view of the store interior 


is outstanding. One side is a Foster-de- 
signed and built kitchen cabinet; the 
other side is an exhibit of California red- 
wood with a display of asphalt shingles 





March 11, 1950, AMERICAN LUMBERMAN © 


while avoiding the extreme store- 
wide plate glass front. 

“We think our windows have a 
home-like quality and that is the 
atmosphere we want to create,” ex- 
plained Frank M. Clifford, head of 
the architectural and contracting 
department. This home theme is 
carried out by a large model home 
on the roof of the store. This 
model, built in the company’s own 
shop, is lighted at night. Just be- 
neath the model in red neon lights 
is the store’s slogan, “Home Build- 
ers Complete.” The reflection from 
this sign forms an effective back 
light for the store’s name in cut- 
out letters. 

The offset at the store entrance 


and siding along the bottom. The six 
display islands (214x5) and the four plat- 
forms (4x5) were built in the Foster 
shops. 
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Mantel and fire- 
place equipment 
and the mirror 
(left) form an at- 
tractive exhibit. 






UNUSUAL sales 
counter (right) is 
faced with cypress 
and topped with 
linoleum. The ceil- 
ing canopy is fluo- 
rescent lighted. 









CHARLES E. FOSTER, JR. demonstrates 
one of the store’s four casement windows 
that are incorporated into the building 
as active displays. 


































MILLWORK samples are exhibited on 
mobile platforms (foreground) and by 
exhibits incorporated into the building. 

















re- 
‘ THIS picture-window type frame, fluores- 
the cent-lighted, is the first thing which meets 
e the customer’s eye upon entering the 3 
ex- store. The picture in the center of the EASY CHAIRS in = ae of the store 
f frame is a home built by the Foster airs ae to relax. Current 
RB Lumber & Construction Co. The pictures, — matersets magesmes are om the 
Ing of course, are easily changed. —— 
18 
me 
his EASELS (below) are used for attractive 
ms displays of moldings and paneling. 
be- 
hts ey: 
ild- (see picture) is used for decora- 
om tive landscaping. The four-foot 
ack overhang extends the length of the 
ute store and provides constant weather 
protection. ; 
nce The entire display layout is 
easily changed since each of the 

‘ four platforms and the six display 
plat- islands are mounted on casters. 
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These displays include metal prod- 
ucts, paints, brushes, builders’ 
hardware, floor sanders for rental; 
doors and windows; fireplace equip- 
ment and a wide variety of woods. 
A big two-purpose display, also 
mounted on casters shows a com- 
plete kitchen cabinet unit and case- 
ment windows; on the reverse side 
Is a simulated house exterior fea- 
turing California redwood with a 
Manu!icturer’s roofing and siding 










proper are asphalt tile floor on con- 
crete slab, acoustical tile ceiling, 
cypress paneling on the walls. The 
attractive consumer counter of cy- 
press panels is topped with lino- 
leum. The canopy above the con- 


ceiling. The architect’s office is in 


knotty white pine and fir. Presi- 
dent Foster’s office is finished in 
birch plywood paneling with a 
painted plastered wall. Birch dentil 
is used as a decorative touch; the 


Samples along the bottom. sumer counter is fluorescent lighted. floor is parquet. Radiant baseboard 

The active use of four casement Home prospects and contractors heating is used throughout the 

wind for display purposes is will find a wide variety of woods, store. Eleven spotlights can be 

anothe interesting feature. These all carefully selected for both beau- swung to dramatize any display. 

windo ‘ separate the display room ty and utility, in the various pri- More than 2,500 people attended 

from ie private offices and each vate offices. Cedar paneling is used the two-day grand opening of the 

Window can be easily demonstrated. in the contractors’ office with clear new store and display room. Guests 
Materials used in the store redwood around the office near the received souvenirs and prizes. 
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EXCLUSIVE—Article No. 4 in AL&BPM's Advertising Series 








Planning 


By Robert N. Aylin 


President, Aylin Advertising Agency, 
Houston, Tex. 


How to build and use a li- 
brary of advertising source 
material; how to use direct 
mail, radio and motion pic- 
ture advertising 


N THE LAST ISSUE we talked 
about how to get started on the 
right road to an effective advertis- 
ing campaign for your own busi- 
ness. Besides giving 10 important 
suggestions on newspaper advertis- 
ing, we broke down the planning of 
your campaign into these four easy 
steps: 
1) Set up 
budget 
2) Place one person in charge 
3) Keep accurate records 
4) Plan your entire advertising 
program well in advance 


Now before you can advertise 


your advertising 


effectively, it will be necessary for . 


you to build a complete, permanent 
advertising file of mat catalogs, 
radio commercials, envelope stuffer 
samples and other advertising ma- 
terial furnished by your manufac- 
turer. To build this file is simple. 
Write a letter similar to this one 
to every one of your suppliers: 


Attention: Advertising Manager 
Gentlemen: 

We are now planning our 1950 
advertising campaign and would 
like to have two copies of your 
newspaper mat catalog as well as 
all available newspaper advertis- 
ing mats showing these products 
which we handle. (List manufac- 
turer’s products which your yard 
handles.) 

We would also appreciate any 
other advertising material you 


might give us which would make 
our local advertising of your prod- 
ucts more effective. 
Cordially yours, 
After you have received this ma- 
terial, devote one file drawer to the 
material. 


Classify your material 
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by products rather than by com- 
panies. Your permanent advertis- 
ing file should be handy when you 
prepare your newspaper ad each 
week. When you have all this ma- 
terial, the next step is to have a 
heart-to-heart talk with the pub- 
lisher of your local newspaper. Tell 
him what you plan to do, and then 
talk turkey to him. Explain that 
you are going to spend your money 
with him and it is up to his news- 
paper to give you space at lowest 
cost. Tell him you would appre- 
ciate his personal interest in seeing 
that your advertising dollar goes 
as far as possible. 

Your newspaper can make your 
advertising more effective by giv- 
ing you these helps: 

1. Furnish you a _ type book 
showing various type sizes 
and styles. 

2. Return all mats to you im- 
mediately after each ad is 
run so that you can return 
these to your permanent file 
and will have them handy 
next time you need them. 

3. Have his advertising depart- 
ment keep all cuts so that you 
can merely paste in proofs of 
the item. 
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Advertising Program 








A. Furnish you layout sheets in 
page size with the columns 
marked so that it is a very 
simple matter for you to 
make your rough layout for 
the placement of the various 
items in the ad. 


Writing the Ad 


Set aside a certain time each 
week to make up your advertise- 
ment. Also, have a certain time 
for your newspaper representative 
to pick up your layout and copy. 
Be sure you allow yourself suffici- 
ent time and study for each ad. As 
to subject matter, keep in mind 
seasonable items and_ profitable 
items. Check with the department 
heads periodically, say every four 
weeks, to make sure each depart- 
ment is represented in each ad and 
that the items which you agreed on 
at the beginning of the campaign 
are still desirable. 

Have the newspaper give you a 
proof of your ad and check the 
proof carefully before it runs. This 
is important. Otherwise, you might 
find it embarrassing when _ the 
newspaper makes some _ glaring 
error in pricing an item—or runs 
a cut upside down! A good dic- 
tionary is a must for any adver- 
tising copy writer. Refer to it 
often. 

If your newspaper does not have 
layout sheets, you can purchase lay- 
out pads from any art supply deal- 
er. A convenient way to paste the 
illustrations in the layout is to use 
rubber cement which is also avail- 
able from your art supply dealer. 
He will show you how to use this 
adhesive. A little practice in mak 
ing up your ads will prove that this 
type of work is very easy once yol 
get the hang of it. The more lay- 
outs you do—the easier they be 
come. 


Merchandise Your Advertising 

You are probably holding sale 
meetings regularly, but before yol 
start your campaign, hold a speci! 
sales meeting and outline the entil® 
advertising program to your staf. 
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Be suie that your sales personnel 
is thoroughly familiar with all mer- 
chandise as it is advertised. Make 
a frame out of plywood in which 
can be placed a clean proof of each 
current ad. Place this frame in a 
prominent place on a counter—at 
eve level—so that customers as well 
as store personnel can see it. At 
the top of this frame you can paint 
the letters “As Advertised.” 
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JOB SIGNS like this one by Richards & 
Krueger, New Braunfels, Tex. are good 
advertising for you and the contractor. 


When you begin your new adver- 
tising campaign call in all your reg- 
ular contractor customers and go 
over the promotional material with 
them so they can see that you are 
doing everything possible to help 
get them business. 


Planning Your Radio Advertising 
Like any other business venture, 
radio advertising requires plan- 
ning, and in planning your radio 
efforts, these questions should be 
answered: 
1) When is the best time to place 
my message on the air? 

2) What coverage is necessary 
to reach people who are lo- 
cated within my trade area? 
3) What are my prospective cus- 

tomers’ listening habits? 
4) What are the buying habits 
of my prospective customers ? 
This and other vital information 
about radio advertising in your 
town can be gained by contacting 
the sales representative of your lo- 
cal radio stations. They can fur- 
nish you coverage maps showing 
the area which each station covers. 

(These maps belong in your per- 

Maneni advertising file.) 


Buving Radio Advertising 


Radi) advertising should run 
consis':ntly over a period of time 
for re»! results. Hit-and-miss radio 


adver!’ sing can be very costly and 
show ‘Oo results. If you go into 
radio, ve have found that it pays 
to plar vour advertising for at least 
a Six veeks trial period with at 
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MANUFACTURERS will frequently share 
advertising billboard rates. These bill- 
boards sponsored by the Lander Lumber 
Co., El Paso, Tex., are located on a heav- 
ily traveled street. Such signs are good- 
will builders and keep the name of the 
dealer before the public. 


EGIN 


a ENTREE wien none nem 


WILBUR 


LUMBER COMPANY 


tan Ped 
ROADSIGNS similar to this one can be 
seen at night since they employ reflective 
sheeting material. They are made avail- 


able to the dealer on a leased monthly 
basis which includes erection and servic- 


ing. 

least one daily announcement five 
days each week. Do not schedule 
your radio time in competition with 
any popular program because the 
popular program will have the ma- 
jority of the listeners. If you use 
spots, mention your name at least 
three times in each 50-word spot, 
and five times in each 100-word 
spot. Your address should be given 
once and if possible, twice. Tele- 
phone numbers over the radio are 
very difficult to remember. 


HERE IS A SUGGESTED RADIO 
SPOT: 

See Jones Lumber Company for any 
home or farm repairs you need to 
make. Jones Lumber Company has 
full stocks of materials you can de- 
pend on and they’ll finance those re- 
pairs on easy terms—no money down, 
no mortgage in most cases and 36 
months to pay. For home or farm 
remodeling, one call does it all at 
Jones Lumber Company .. . 1900 Main 
Street, Podunk. 


lion dollars! 


ete 


Radio has these advantages: It 
carries your advertising to rural 
areas and to people who might not 
read the newspapers. By creating 
your own program or buying spots 
near a certain type of program, you 
can beam your message to a certain 
type of audience. In Houston,,sev- 
eral lumber yards have newscasts 
and several have spots. Very few 
have any other type of program. 

Radio in recent years has become 
a basic advertising medium for al- 
most all types of retailers. In 
1948, the retailer was radio’s big- 
gest customer, spending $157 mil- 
To give you some idea 
of the scope of radio, there are 83 
million sets in the United States 
with «39 million radio families. 
Broadcast Advertising Bureau rec- 
ommends these steps to get the 
greatest results out of radio adver- 
tising: 

1. Have a specific sales objec- 
tive. Promote your strongest 
department’s lines or brands 
of merchandise. 

2. Beam your advertising di- 
rectly at the folks who will be 
your best customers. This is 
the idea of using a rifle rath- 
er than a shotgun. You know 
who does the buying in your 
store. Let your radio station 
help you beam your messages 
to those people. 

3. Advertise your strongest de- 
partments and in-demand 
lines regulariy. By advertis- 
ing in-demand items regular- 
ly, you sell more goods now, 
and you make sure that you 
will sell more goods later on. 
By identifying your store in 
the public mind with the mer- 
chandise people are most 
likely to want, you are build- 
ing future customers. They 
may not need what you ad- 
vertise today, but perhaps 
they will tomorrow and when 
they do, they will think of 
you. 

4. Use copy that is right for 
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radio. Your newspaper adver- 
tising copy does not fit on the 
radio because radio is the 
spoken word. Talk the lan- 
guage of your customer when 


YOUR OWN PROPERTY can often be 
used to advertise your goods and services. 
Elgin Lumber & Supply Co., Elgin, II. 
and Ebenreiter Lumber Co., Sheboygan, 
Wis. catch thousands of motorists and 
pedestrians with the neat signs on their 
property. 


you write your radio copy. 
Talk the way he talks about 
the things that appeal to him. 
In short, be specific, be per- 
sonal, be positive. Remember, 
in radio, every word has equal 
importance. Every word is a 
headline word. 

Coordinate your advertising 
in all media. Use signs with 
the word radio on them to at- 
tract more buyers for display 
merchandise. Have your sales 
force tell your customers that 
here is the merchandise ad- 
vertised on the air. In your 
newspaper ads, call attention 
to your radio program. 


How to Use Direct Mail 


We discussed one direct mail 
advertising effort in mailing re- 
prints of your merchandising ads 
to the boxholders in your com- 
munity. However, this should be 
just part of your direct mail 
efforts. Another important part 
can be sales letters and merchandis- 
ing post cards as well as mailing 
pieces furnished by your manufac- 
turer. Most important in direct 
mail advertising is to make sure 
your list is up-to-date. To get.a 
good mailing list, here are five es- 
tablished sources: 

1. Your own records. Besides 
using your credit records, 
have your employes write 
down the names and ad- 
dresses of 10 of their friends. 
Be sure that all names and 
addresses are correct. 





af EBENREITER-LUMBER CO. 
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TRUCKS if prop- 
erly painted and 
labeled can do an 
effective advertising 
job. Ketchum’s in 
Ogden, Utah is a 
good _ example. 
Their truck signs 
give name, address 
and telephone num- 
ber plus 10 major 
items carried by 
the store. 


2. A commercial company who 
supplies lists. There are a 
number of mailing list com- 
panies over the country who 
sell mailing lists in any par- 
ticular category you desire. 
Local tax records. 

City directories which list 
purchasing agents, engineers, 
architects, contractors and 
builders. 

A special list made up of 
your cash customers. These 
are preferred customers, so 
instruct your sales force to 
get their names and addresses. 

There is a right time and a 

wrong time to mail out pieces. The 
right time during the week is on 
Monday or Tuesday. The right time 
during the month is any time ex- 
cept around the first of the month. 
Many successful dealers have cut 
costs by using government postals 
to feature specific products or serv- 
ices. Government postals. save 
money because the one cent you 
pay includes the stamp and the card 
itself. You do not have to buy any 
paper stock. Too, it is large enough 
to carry a strong sales message 
concerning any one specific prod- 
uct or service and it can be repro- 
duced by mimeograph, multilith, 
ordinary printing, or your own 
typewriter. 


Motion Picture Advertising 


In most smaller communities, the 
local theatre can be used as an ad- 
vertising medium, and many manu- 


«Bult DING FORMS * SPECIFICATIONS 


' on ve 


FARM BUIL DINGS - REMODELING 


facturers offer one minute adver- 
tising films (some in full color), 
which feature your name at the end 
of the film and which can be run 
with the manufacturer sharing the 
cost. If you go into this type of 
advertising, be sure that the sound 
on the film mentions your name be- 
sides showing it on the film. This 
will add a few dollars to the cost 
of producing the film, but it is cer- 
tainly worth it to have your name 
spoken to the theatre audience be- 
sides being read on the screen. 

Rates for motion theatre adver- 
tising are usually based on at- 
tendance records. This enables you 
to know exactly how much it costs 
per person to reach your audience. 
For that one minute your film is 
being projected you have an at- 
tentive audience free of distrac- 
tions. If you would like to investi- 
gate this medium for your yard yol 
might write Alexander Film Com- 
pany, Colorado Springs, Colo., for 
a list of their building materials 
films. 
library and in most cities, can al- 
range for a showing in the theatre 
of your choice. 


Outdoor Advertising 
Job signs are a must! 
major building job for which you 
furnish materials, be sure you place 
a job sign with your name and 
address stating that you offer fre 
estimates. Job signs are by far the 
most important type of outdoor at- 
vertising for your type of busines 
because they tie in your name with 
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REPRINTS 

This series of advertising ar- 
ticles by Mr. Aylin has created 
widespread favorable comment in 
the form of a demand for re- 
prints. Unfortunately, many read- 
ers do not save articles of this 
type from issue to issue, but they 
do want all possible information 
on this important subject of ad- 
vertising. If your organization 
could use reprints of this series 
of four articles, will you kindly 
write us and we will quote you 
cates on the number of copies 
you request. 











the materials at the place where 
your materials are used. 

Under outdoor advertising also 
come truck posters. All of your 
trucks should certainly carry your 
name and a sales message on their 
sides and should be painted in 
bright colors to attract attention. 
Your trucks are really traveling 
sign boards and should be kept 
clean and shining all the time. 
Large painted bulletins and bill- 
boards are used by retailers in 
many towns, but they often do not 
produce as direct results as other 
media. They are goodwill builders 
and remind the readers about your 
services and your company. They 
help keep your name: before the 
public. 

Many of the retail lumber deal- 
ers associations are currently spon- 
soring a roadsign advertising pro- 
gram. The double-faced signs fea- 
ture a ranch-type home with the 
name of the dealer and the slogan, 
“Where Your Home Begins.” These 
signs are made of reflective sheet- 
ing and catch the attention of mo- 
torists driving at night. The signs 
are made available on a rental con- 
tract basis. 

Advertising Souvenirs 

Calendars, nail aprons, carpen- 
ters’ pencils, balloons, matches, 
thermometers, key cases and a hun- 
dred odd other items known as re- 
membrance advertising have their 
place, principally because in many 
cases the trade has learned to ex- 
pect these little bits of generosity 
from the dealer. However, by hav- 
ing a strong advertising and mer- 
chandising campaign you can wean 
your customers away from this 
type of advertising and spend your 
money where it will do more good. 

Lik: any other business venture, 


there is no set formula for success- 
ful a \vertising—if there were, 
every ad man would be rich! But 


by foll: 
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wing the basic rules out- 
this series of articles, you 
Ke your advertising dollar 
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Plenty of profits start popping into your cash register when 
you rent American Floor Sanders to your customers! 

You profit with rental fees—and this amounts to several 
hundred dollars annually per machine for progressive stores! 
In addition—you get plus sales of abrasives, paint, varnish, 
brushes, thinners, seals and other items that are “naturals” 
when folks resurface their own floors. 

Start your rental business right—right now—with 
American Machines! American dependability assures 
more profit-hours—you don’t have to worry about 
service repairs and downtime eating into your 
profits. American Sanders are built 
for day-in and day-out use—they’ll 
keep producing profits and 


satisfied customers for = 


you! Send for profit- 
FLOOR MACHINES .. . PORTABLE TOOLS 


plan details. American 
fe rr nr rn nn nn ne eres 4 


Floor Surfacing Ma- 
chine Co., Toledo 3, 

j The American Floor Surfacing Machine Co. 
521 So. St. Clair Street, Toledo 3, Ohio 


Ohio. 
t 
Please send latest catalog on the following, without obligation. 
DO Floor Sanders (with free 12-page profit-plan booklet) 







SEND 
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A No. | Cost-Cutter ... 


If highly trained, experienced lumber and supply 
salesmen are almost impossible to find in your trading 
area, it is nine times more important to pre-sell your 
customers with advertising. Contrast sales records 
of men who have to start from scratch, with those of 
men free to concentrate their valuable selling time and 
effort on closing sales. 

The man who has to determine where his best pros- 
pects are—persuade them to talk things over—build 
up their trust and confidence—educate them to prod- 
ucts they are not accustomed to buying—and then sell 
them, obviously can’t bring home as much bacon as the 
man heavily backed by educational advertising. 

When we say heavily backed, we mean advertising 
that appears regularly and frequently and does an 
informative job however small the space. Advertising 
is a No. 1 Cost-cutter when it is highly selective— 
highly educational—carefully slanted to do missionary 
work and build personal confidence in your company 
and your personnel. 

For example, picture the difference in the cost and 
speed of selling prospects who are pre-educated to 
FHA financing and those who are not. And financing 
is only one aspect of your sale. To complete one major 
transaction, building prospects must be sold on many 
major considerations. Make regular newspaper adver- 
tising your advance man. And cut the cost of selling 
each prospect. 


Cobweb Dept... . 


Most dealers forget what it’s like to be a first-time 
customer in a lumber yard. It’s a confusing experi- 
ence. Most retail purchases are in the realm of the 
familiar—everybody is accustomed to buying food, 
clothing, household equipment of one kind or another. 
Building and home improvement purchases are another 
proposition. 

Probably no greater insecurity and hesitancy is ex- 
perienced ‘than that of the man edging toward a life- 
time investment and knowing he has no first-hand 
knowledge of his own to fall back on. The only produc- 
tion he has is his own inductive reasoning and his own 
judgment of the personal character of other men. 

That is why it is a mistake to run general adver- 
tising that merely reminds people of their building 
needs instead of specific, explanatory, ads. And a 
mistake to run strictly product advertising instead of 
ads that sell people on the calibre of your entire organ- 
ization at the same time they sell your products. 

The only way to break down people’s instinctive 
fear and make them feel at home in the building field, 
is to keep your story constantly before them. This is 
one job personal selling can’t do. The greatest sales 
increases come from mass education. Break wider 


By Norm Advertising, Inc., New York, N. Y. 
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trails for your salesmen and free them for the most 
profitable use of their best skills with a better adver- 
tising program now. 


Your Advertising Compass .. . 


You couldn’t sail a boat without a compass—yet 
many dealers plunge into advertising with no clear 
idea of which direction to head into. 

Having no carefully chosen over-all theme running 
from ad to ad, your campaign will lack continuity— 
one of advertising’s strongest, sharpest-cutting weap- 
ons. It’s that continuous thread of repetition—run- 
ning through a series of regularly spaced ads—that 
breaks down resistance, builds acceptance . . . makes 
people remember what you’re telling them, and identify 
those products and services with you. 

So let’s set your advertising compass now. What 
is the weakest link in your relations with your buying 
public? What is the thing you want most to accom- 
plish? That’s your starting point. Give your adver- 
tising a clearly defined job to do—then give it time 
to do that job—by running an unbroken series of ads 
spaced at regular intervals. That’s the way to make 
advertising pay off. 


Jump Aboard... 


Here’s a sample. 
your yard first to ask questions and take their first 
building steps? Or do they run to the realtor dow 
the street; write their favorite magazine for informa- 
tion, stop in at the local savings and loan association 


Do people instinctively turn to 


or call an architect ... everybody but you? 

The cheapest way to get sales leads is to get every- 
one to run to you first with their questions. Here isa 
basic ad that can be worked into many variations— 
to be used in part, in other ads. 


“HERE’S YOUR STARTING POINT 

The moment you have any question on modernization 
or building—monthly payment financing, space remodel- 
ing, kinds of materials, planning or quality construction, 
ask Pomeroy’s. Expert information will start you of 
safely ... and show you what you can do on your present 
budget. 

ALWAYS ASK POMEROY’S — DON’T HESITATE” 

Any one of these sentences can be lifted or slightly 
changed to fit into other types of ads for building or 
modernization. Every repetition of the basic idea, 
every variation brings you one step closer to the day 
when many more people will come to you directly— 
and first—and save you the expense of going out t0 
hunt up leads. 

In a redecorating ad, for instance, wind up youl 
hard-selling product copy with this variation: “Bring 
all your questions on paint, wallpaper, wallboard and 
other interior materials to Pomeroy’s. Also bring youl 
questions on budget payments, planning and arrange 
ments for the work.” 
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The ROSBORO MILL 
was DESIGNED and BUILT 
to CATER to DEALERS 


No wonder so many lumber dealers find it to their 
advantage to ~~ on Rosboro for their complete 
requirements in Douglas Fir and West Coast Hem- 
lock. 


Dealers who buy mixed cars like the Rosboro assort- 
ment. Straight car and mixed car buyers both like 
Rosboro precision manufacture, Rosboro scientific 
kiln drying, Rosboro dependable grades, Rosboro 
careful loading. 


Put the Rosboro organization to the test on your next 
order. Let us demonstrate how well Rosboro can 
satisfy you. 


Dimension, boards, D & M, shiplap, mould- 
ings, casings, base, ceiling, siding, floor- 
ing, stepping, plank, small timbers, 
timbers. Double-end trimming, dimension 
eased-edge. 


OSBOR 


Douglas Fir 
West Coast Hemlock 


SPRINGFIELD . OREGON 


Des 
Buitt. <¢ Propucts MERCHANDISER 
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out of sight... . 











ready for action’ 4 


THE 100% CONCEALED SASH BALANCE 


Specially designed for double-hung wood win- 
dows . . . Hidalift balances are completely hid- 
den from sight in the sash. In fact, whether 
the window is raised or lowered, unobtrusive 
Hidalift is 100% concealed at all times. Hidalift 
assures a neat, unmarred window appearance so 
important to your owner customers. 


Ask for Hidalift for appearance . . . for posi- 
tive lifting power . . . for installation ease. Avail- 
able in either the cup type or “L” hinge attach- 
i 
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ng bracket to suit your special needs. 


You'll find the whole story about 
the installation advantages and 
quality features of Hidalift in our 
Sweet’s Catalog insert. Send for 
your free copy today. Simply fill 
out the coupon below. 


QUALITY PRODUCTS FOR OVER A CENTURY ‘Ts S 
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HIDALIFT DIVISION 
The Turner & Seymour Mfg. Co., Torrington, Conn. 
Gentlemen: 
( Send complete literature and prices on Hidalift 
Please check [] Dealer [] Builder 
Name. » 
Address....... 
City : Zone. State 
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MERCHANDISING 
CLINIC 


by R.E.S. 








Indifference Is Costly 


Indifference accounts for more lost 
customers than all other causes put 
together . . . the score being some- 
thing like 68 to 32. Yet indifference 
(lack of interest) is a controllable 
factor. Once it is banished old cus- 
tomers keep coming back and new 
ones soon appear on the _ scene. 
Friendly, helpful attention has few 
equals in pulling power. 


“Treat every customer as 
you would a guest in your 
home” may sound a bit far- 
fetched, but it is a certain 
antidote to indifference. 


"Convenience" 


All major merchandisers are now 
engaged in a titanic struggle in an 
effort to make it more convenient for 
Mr. and Mrs. Potential Q. Customer 
to do business with them instead of 
their competitors. Convenience ex- 
tends far beyond the point of loca- 
tion. It includes all elements of store 
service including the all-important 
factor of installment selling. Conve- 
nient terms make non-competitive 
selling much easier. 


Not many people like to do 
anything the hard way. 


"Where" Is Important Too 


Most lumber dealers are lucky. 
They’re not in the congested shopping 
area where parking is a headache. 
Mail order houses play up their free 
parking facilities as one of their 
most important merchandising assets. 
Lumber dealers often take it too 
much for granted. They are so ac- 
customed to the convenience that 
they overlook its pulling power. Once 
upon a time lumber dealers won- 
dered if they shouldn’t be on Main 
Street. Now Main Street stores (some 
of the most successful ones—chains 
especially) are establishing branches 
in the suburbs. Convenience to their 
customers is the motivating reason. 


A highly successful Chicago 
merchandiser is striving con- 


stantly for what he calls “pain- 
less shopping.” 
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Enough convenience will go 
a long way in overcoming the 
difference in price that often 
worries the seller. 


Rocking Chair Shopping 


The spectacular success of mail 
order houses is due very largely to 
their recognition of the importance 
of shopping convenience. Millions of 
customers make their purchases by 
mail simply because it is the easiest 
way to acquire what they need via 
(a) beautiful illustrations, (b) ac- 
curate, brief, complete descriptions, 
(c) prices plainly stated, (d) huge 
variety, (e) simple order blanks or 
(f) order-taking offices (‘as near as 
your telephone”), (g) pay-by-the- 
month terms, (h) delivery by Uncle 
Sam (parcel post). It all adds up 
to a mighty neat merchandising pack- 
age. Quite appropriately it has been 
called “rocking chair shopping.” 


“Simply Sign at X" 

For years we have been reading 
an office copy of Fortune Magazine. 
Recently we signed a card included 
in a three-page letter which did two 
things: (a) re-sold us on the value 
of the publication, (b) pointed out 
that it deserves careful reading at 
home. All we had to do in order to 
achieve this worthy objective was to 
sign our name to an air mail card, 
postage paid, drop it in the mail box. 
Furthermore, the card was elaborately 
punched for the publisher’s tabulating 
machines—no doubt a complete rec- 
ord of the transaction which will pop 
out at the push of a button when- 
ever needed. It was all so well done, 
and so convenient, we are very happy 
at the whole thing. 


Self-Service Stems 
from Convenience 


Now to get back to the all-impor- 
tant factor of convenience . . . espe- 
cially as it applies to shopping. Self- 
service stores stem primarily from 
the fact that most people find it more 
convenient to wait on themselves 
leisurely than to wait for a busy clerk 
to help them. The harassed clerk 
with a dozen impatient customers 
lined up at the counter can’t possibly 
do a good selling job whereas cus- 


tomers who browse through the store 
exposing themselves to attractive dis. 
plays of merchandise, plainly priced, 
will not only buy more, but will come 
away well pleased with their pur. 
chases. Convenience turns the trick, 


Self-service stores make use 
of friendly attention via modern 
display methods. They permit 
the merchandise to do part of 
the selling job. 


There's a Big Difference 


We liked the exhibits at the annual 
convention of the National Associa- 
tion of Home Builders. Plenty of 
highly interesting things to see. But 
we were even more enthusiastic con- 
cerning the automobile show. Reason 
for the difference: Exhibits at the 
Home Builders’ meeting showed house 
parts ...not homes. The automobile 
industry showed—not parts—but the 
complete units ... cars. We’re not 
saying it would have been possible 
for exhibitors at NAHB to show 
homes, but merely wish to point out 
the basic difference between selling 
a house and an automobile. 


Nevertheless, houses, like au- 
tomobiles, are really beginning 
to be new. 


Good Score! 


Anent the ever-present question 
newness, especially in homes, wWe 
came across this observation in the 
advance publicity concerning _ the 
NAHB meeting: 

“A survey among exhibitors it 
dicates that over 40% of the & 
position will be devoted to products 
which are either entirely new, very 
recently improved, or nationally avail 
able for the first time.” 


Homes can be made to pos- 
sess more interesting sales 
points than almost anything 
else that is in common use. 


End Use Is What Counts 


To reduce the high cost of prit 
competition, move up as closely ® 
possible to what the consumer is tf 
ing to buy—the completed unit. 
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*. . Has sold very readily,” says Mr. J. A. Bowman about 








DIERKS END-MATCHED PINE FLOORING 


“I thought you might be interested,” says a letter from 
Mr. J. A. Bowman, president of Burgner-Bowman- 
Matthews Lumber Co., which operates 36 retail yards, 
“in knowing what our experience has been during the 
past year in handling your end-matched flooring.” 





“c 


. .. | want to say it has given us very satisfactory 
results. We buy in carloads . . . and distribute it to 
our smaller yards that are not in a position to handle 
carloads. Practically every place . . . it has sold very 
readily.” 


Take a tip from one of the midwest's leading dealers 
— Dierks End-Matched Pine Flooring sells ‘‘very 
readily.’’ Moreover, nested bundles of Dierks End- 
Matched are easy to handle, easy to count in your 
yard. For convenience, for profit, make your next 
order Dierks End-Matched. 
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<) — Dierks LUMBER AND COAL COMPANY 
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Customers Prefer WAL-LITE’S 
Beauty when you show them the 
delicate pastel colors and white 
which are baked on for perma- 
nence. 


Customers Prefer WAL-LITE’S 
Utility when you show them the 
large, easy-to-install panels and 
the ease of keeping it clean. 


More and More Dealers Are Pre- 
ferring WAL-LITE because it’s 
easier to sell. They know the 
way to sell is to carry a reason- 
able stock and show it to every 
customer. 


For customers with limited 
budgets stock and sell SATIN- 
LITE—companion line with 
many WAL-LITE features. 
SEE YOUR 
JOBBER 








Products .... Sales Aids .... Literature 


New "Lux-Air" Door Canopy 
Packed Knocked Down 

Designed for easy shipping, 
stocking and handling, a new all- 
aluminum door canopy comes 


knocked down in a small shipping 
carton only 4814” x 11%” x 2”. 
Assembly and installation can be 
made in less than 15 minutes, ac- 
cording to the manufacturer. The 
assembled size of this Lux-Air 
Canopy is 48” wide, 32” deep, 10” 
high. It is furnished with Green, 
Red or Blue roof and White sides 
in baked enamel finish. The Wolfe 
Products, Ine. line also includes 
window awnings with one-piece top 
and detachable sides, cable and 
slant type door canopies and HI-LO 
Jack Posts. Descriptive literature 
is available. Write Wolfe Prod- 
ucts, Inc., Dept. AL, 765 Miami St., 
Akron, Ohio. 


Artcraft's Ornamental Iron 


Artcraft’s Ornamental Iron com- 
plements every type of home, from 
simple porch columns and railings 
for modest homes to. elaborate 
grille work for larger homes. It 
blends with both traditional and 


Lage it 
i 


bad 


contemporary styles. A good wa 
to relieve the monotony that neces. 
sarily comes with mass-projec 
homes is to use different style 
of ornamental iron for the fron 
porches, doorways, porch brackets 
for side entrances and other con: 
binations. The photograph show 
here illustrates the use of Art 
craft’s stock ornamental iron stoop 
railings and porch columns on , 
new home in Columbus, Ohio. The 
manufacturer’s screen door grille 
are highly decorative yet practical. 
Designed to protect the body of 
screening from being pushed ani 
broken, they also add a distinctive 
appearance to the home at low cost. 
Any type of custom work is also 
produced according to specification. 
For descriptive folder write Art 
craft Ornamental Iron Co., Dept. 
AL, 700 East Hudson St., Colun- 
bus 2, Ohio. 


New Automatic Storm Sash 


Brown-Graves Co. designers and 
engineers have had unconventional 
storm windows on their mind for: 


ae il i a Ta a eae Ea) 








long time. The Bee Gee window 
features an exclusive design that} 
provides easy cleaning of the out § 
side from the inside. It not only} 
permits storm window protectio | 
but also provides easy access t 
fresh air. The new automatic fea 
ture, a patented method, permits 
opening both the window and storm 
sash at the same time... to aly 
desired degree of ventilation. Here 
are specifications for the new storm 
sash: 114 chemically-treated white 
pine for maximum protection, com- 
plete with glass and bronze weath- 


c 
March 11, 1950, AMERICAN LUMBERMAN © 





d way 
neces- 
rOject 
styles 
front 
‘ackets 
’ COM: 
shown 
Art EQUIPMENT AND 
| Stoop CARPENTER-BUILT DOORS 
on a @ You can furnish 
». The “Over-the-Top”’ Door 
grilles Equipment for practi- 
ictical, cally any size or type of 
dy of door . . . mill made or 
d and carpenter built. Doors 
inctive can be architect-designed to harmonize ... a real advantage for 
W Cost. the homes with attached garages. On remodelling jobs old swing- 
's also ing type doors can easily be converted at modest cost. 
cation. 
e Art: 
Dept. 


Solum: a SECTIONAL TYPE 


: e Frantz, the leading | 
sh ' mans 4 3 manufacturer of one- 
rs and im : 3 piece ‘“Over-the-Top” 


ational Doors, now offers a sec- 
| for 3 tional-type door with Pa 

new design advantages. 5 8 orki n To ether 
Frantz experience has y 

produced a door 14 ways 


better . . . one that can be installed more quickly and easily. | Your farm customers have plenty of buying 


r 
Available in two popular sizes: 8’ wide x 7’ high, and 9’ wide x 7’ . ° . 

high. ‘ power but they are buying with caution. If you 
[ 





can help these folks see their way clear .. . show 


land and livestock . .. you'll sell them lots 


EQUIPMENT AND ane ‘) more fence, nails, roofing and other things they 
DOOR COMPLETE oe | 


@ Available in a variety _ i. = AN need. We’re ready to help you make these 


| 
| , : 4 Se Viviv. ae them how to realize easier profits from their 


l< of sizes : . . 
ves, wood or slumi- © tee am added sales with a program built around the 
num construction, Frantz ~~, -—~ i Ee 


one-piece Door Units lift og kind of services that are needed to boost your 
automatically when han- ey 

‘ dle is turned... are pow- 
: pr mm cred by famous “Over- together and sell more steel products now. 
oni ; the-Top equipment. Require only 2” headroom. Pre-bored bolt 
jection HMM holes and simplified design cut time and labor costs. Send a card to Kokomo, today, and we’ll show 


ess to" ; — . 
o fee Write for full details on the complete Frantz line. | you every part of the hard-hitting Continental 


rindow : 
n that § 





sales. Our problem is mutual . . . let’s work 





ermits | “ | sales program, without any obligation. 


ioe FRONTZ om 

. Here § | NENTAL 

storm GUARANTEED BUILDERS HARDWARE ec CONTI N ) > NTAL 
Ac 


white STEEL CORPORATION 


|, COM: | | 


eathy BM FRANTZ MANUFACTURING CO., STERLING, ILLINOIS | — rxooucers or— joir"Guiu tou mse Saucon gt Pn, Pan 
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er-stripping. All necessary hard- 
ware is applied at the factory. It 
is reported by Brown-Graves that 
the over-all design of the new auto- 
matic storm sash so accurately 
matches the Bee Gee window that 
it is difficult to distinguish whether 
or not the Bee Gee window has a 
storm sash installation. A descrip- 
tive folder is available. Write 
Brown-Graves Co., Dept. AL, 191 
E. Miller Ave., Akron, Ohio. 


"Skil" Carboloy-Tipped Blaaes 
Cutting lumber for 350 hours 
without resharpening is now pos- 
sible with the new Skil Carboloy- 
Tipped Blades. For use with 714- 
inch and larger Skil Saws only, 
these highly wear-resistant blades 
have received enthusiastic accept- 
ance from contractors, carpenters 
and builders in all parts of the 


country. Skil Carboloy - Tipped 
Blades provide continuous high 
production on heavy duty gang 


cutting of all lumber and are ideal 
for accurate cutting of “problem 
materials” such as Cemesto board, 
Asbestos cement board and Insul- 
brick. The blades are also popular 
for continuous trimming cuts on 
roofing, sheathing and _ sub-floor- 
ing and for many types of asphalt 





Famous 
|| “NAMES IN 
| NETTING... 


U. S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weave... 


NETTING © 
eT tte 


U. S. STRAITLOK— 
The Original 
Straight-Line 
Poultry Netting; 
Woven Like 
Farm Fence 


S7 
n“~ 


U.S.41N 1— 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


S7 
“~ 


Available in either 

galvanized before 

or galvanized after 
weaving. 


INDIANA 
STEEL & WIRE CO 








siding and roofing materials. An 
Indianapolis builder reports “2,000 
lineal feet of 14-inch Asbestos ce- 
ment board cut before resharpen- 
ing was necessary.” From Chicago 
a contractor reports “2,500 lineal 
feet of tough Cemesto board cut 
before resharpening was required.” 
Skil Carboloy-Tipped Blades are 
available in 7” diameter with 18 
teeth and 8” diameter with 20 
teeth. Write Skilsaw, Inc., Dept. 
AL, 5033 Elston, Chicago 30, IIl. 


Pier Hole Under-Reamer 


The new B. & R. Under-Reamer 
reams pier hole bottom to F.H.A. 
specifications (for concrete grade- 
beam foundations) in fraction of 
time required by “spooning” 
method. It leaves a clean, smooth, 
uniform-sized hole for material 
conservation. Easy-operating crank 
on handle activates worm gear, to 
open and close cutting colters. 
Reamed dirt collects within reamer 
and is brought to surface. Stand- 
ard B. & H. tool fits 5’x10” hole 
to make 17” footing; heavy plow- 
steel blades provide years of hard 
service. Reamers for larger holes 
are available on order at extra 
cost. Write B. & R. Company, 
Dept. AL, Box 93, Plano, Tex. 


| 
| 



















March 11, 1950, AMERICAN LuMBERMAN 6 


New Style Chalk-Line 
Box and Plumb Bob 


An air-tight case for holding 
both line and pigment is a featuy 
of a new self-chalking chalk-li, 
box. Recently introduced in eq. 
junction with the manufacturer] 
specially prepared chalk-line pig. 
ments, the new containers hay 
self-locking handles that fold fig 
after the chalk-line has been pulle 
out, used and reeled in. This fla 
position of the handles when locked 
simplifies pocket carrying as wel 
as storage in tool boxes or chests, 
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Craftsmen also use the “Strait- 
Line” chalk-line box as a plum 
bob. The strong, light-weight 
boxes are carefully molded of 
aluminum alloy, with attractive 
brushed finish. By simply remov- 
ing two coin-slot screws, mechanics 
may easily and quickly refill cases 
with a choice of red, blue, yellow 
or white “Strait-Line” pigment re 
fills. Each chalk-line box is fu: 
nished with 50’ of line. Write 
“Strait-Line Products,” Dept. AL, 
P. O. Box 417, Santa Ana, Calif. 














Archer Contact Labels 
Stick Without Moistening 


For convenience in handling, 
Archer Contact Labels are mounted 
on glassine sheets approximately 
4” x 7” in size. Labels are spacel 
in uniform rows to permit marking § 
by typewriter as well as by hand 
Use them on ‘metals, plastic, glass, 
china, pottery, paper, cellophane, 
enamelware or any smooth, cleal 
surface. The labels stick instantly 
without being moistened, hold per 
manently, yet.can be peeled off iff 
desired. They can also be printed 
in one or more colors on plain 0! 
metallic papers. Special sizes ant 
shapes are available mounted 1! 
multiple rows in the same convell 
ent form as stock sizes. Write 
W. C. Heller & Co., Dept. Ab 
Montpelier, Ohio. 









ae 





ANPP 






















Her 
met 
and 
you 


Wil 





strait: 
olumb 
eight 
d of 
active 
emor: 
lanics 
cases 
rellow 
nt re- 


= 
| << Register” 


Here’s a popular trio that plays a profitable accompani- 
ment to your sales. Each fills a genuine need ...is easy 
and inexpensive to use... and helps build business for 


iret: ‘4 ~ Pre-sealer for fir plywood 


you. 
and other soft woods. Provides 


ti handsome finishes for hard 
TE woods, too! 


Here’s the way to tame the wild grain that 
used to be a problem with fir plywood. An 
undercoat of FIRZITE tightly seals the 
- wood pores... virtually does away with 

®me has e ° ° . 
MID uw annoying checking and grain raise... and 
wis helps assure a sleek, even, long-lasting 

stained or painted finish. 


FIRZITE is available in both white and clear. White FIRZITE 

.or FIRZITE tinted with colors-in-oil... offers an easy, 
inexpensive way to achieve today’s popular blond, bleached, or 
wiped finishes on either soft or hard woods. 


UNITED STATES PLYWOOD CORP. 


Industrial Adhesives Division, Dept. 587 
55 West 44th St., New York 18, N. Y. 


Sweet Musie, 
nlac 


EES 


see 


pone out and preserves 
the natural beauty of all woods 


Here’s an easy-to-use, low cost 
material that helps bring out the 
full, rich beauty of hardwood 
plywood and solid woods. It’s 
a clear coating that can be 
brushed on without marking. 


And another big advantage. . . Satinlac’s fine, long- 
lasting finish will not darken or yellow with age. 


Both FIRZITE and SATINLAC are available in pints, 
quarts, gallons, 5-gallon and 55-gallon drums. 
FREE counter leaflets and display panels of actual 
finished woods offer valuable dealer helps. 








WELDWOOD PLASTIC RESIN GLUE 
is an easy-to-use, fast-setting, tremen- 
dously strong bonding agent that 
makes joints stronger than the wood 
itself. Available in a variety of sizes 
and prices for both over-the-counter 
trade and bulk sales. 
Write for details of our special deal- 
er’s FIRZITE and SATINLAC introductory assort- 
ment and a sample of Weldwood Glue. 














A “BEST SELLER” 


with a Big, Established Demand 


® Exclusive side-arm locking detail . . . Finger-touch Opening . . . Automatic Locking 
- These and other modernized features place the Gabriel Basement Window in a 
class by itself... Traditional high quality and excellent construction add superiority 


- Top or bottom opening gives any desired amount of ventilation . . . Available 


in popular 2-light sash of modular dimension . . . Concentrate on Gabriel Basement 


Windows for more profits . ... Builders know their advantages . . . Home owners pBRI E 
i i i -buildi ialti: ROLLED STEEL L 


prefer them. SOLD THROUGH DEALERS ONLY 


Write for catalog A showing complete line of home-building specialties. 


National Sales Representatives: HARRIS, Inc., 200 E. Long St., Columbus 15, Ohio 


PRODUCTS 


GABRIEL i. ae COMPANY 
3700 Sherwood, Defrost /2, Mich. 
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CALDER 
Aue 


SECTIONAL GARAGE DOOR 


as modern as tomorrow 


LOOK AT 
THESE CALDER 
FEATURES 


® Sturdy aluminum 
.rame 


@ Heavy, ‘tough ‘alumi- 


num hide 

@ Exclusive track and 
roller design wedges 
door tight with no jam- 
ming 


in line 
@ Oil resistant Neo- 
prene tired rollers 


@ Bind-proof 
mechanism 


locking 


@ Interlocking weather- 
proof joints 
@ Sections. individually 
replaceable 


This is the Door to Bigger Profits 


Outstanding features of Calder 
Overhead Garage Doors make sales 
easy because their superiority is 
quickly recognized. Generous 
dealer discounts make them an ex- 


ceptional opportunity for progres- 
sive distributors and contractors. 
We invite you to open the Calder 
Door to Profitable enterprise. W rite 
for full information today. 


@ Track joints always: 





THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 
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with END-MATCHED LUMBER 
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SHEATHING 


ROOF 
BOARDS 


* 
DROP 
SIDING 


s 
CEILING 
lumber. 


° 

FLOORING 
* 

PARTITION 


Willamette Valley End- 
Matched lumber is a real cost FIR 
« cutter for your customers. 


It eliminates those costly 
measure and cut-to-fit opera- 
tions on the job. It is your * 
chance to fill today’s demand 
for quality lumber at money 
saving prices. 

Willamette End-Matched 
lumber is available in stand- OR 
ard building items in kiln 
dried Douglas Fir, Hi-Hem- 
lock and Western Red Cedar 


See for yourself. Try us on 
your next order. Watch your 
sales and profits increase. 


* 
HEMLOCK 


CEDAR 


& 
STRAIGHT 


MIXED CARS 





WILLAMETTE VALLEY LUMBER CO. 


RPALGES, 


om Sachem, | 
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New Low-Cost Steel 
Basement Window 

Production of a new low-cost 
steel basement window is _ ap- 
nounced by Vento Steel Products 
Co., Inc. Called the Thrif-T Win- 
dow, the new Vento product fea- 


tures riveted construction of heavy 
hot rolled “T” section steel. It 
may be opened half way or fully. 
Sash is easily removed for cleaning 
or glazing. Frame is prepared for 
storm sash and screen. Cam action 
lock holds sash and frame tightly. 
Write Vento Steel Products Co., 
Inc., Dept. AL, 249 Colorado Ave., 
Buffalo 15, N. Y. 


Fenestra Door 
Hardware Improved 
Improvement in door hardware 
for the Fenestra hollow-metal en- 
trance door is announced by De- 
troit Steel Products Co., manufac- 
turers of Fenestra doors, windows 
and building panels. Door hard- 
ware now comes with a recently 
perfected lacquer finish that is said 
to be impervious to all known clean- 
ing fluids, as well as to the salts 
and acids of human perspiration. 
It has been found resistant also to 
bumps, scratches and abrasion. 
The picture shows at bottom, a 
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Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


e LUMBER 
© MILLWORK 
_ @ MOULDINGS 
e SIDING 
e FLOORING 


GENERAL OFFICE 


3 §. Michigan Ave., Chicago 3, Il. 
Telephone RAndolph 6-0540 


But -ing Propucts MERCHANDISER 





(e0.J.Silhernagel 


WHOLESALE DISTRIBUTOR 


Forecast for ’Fifty + « + 


“THE HINGE THAT A¥écleo ITSELF” 
WILL Soc YOU THE WAY— 











West Coast Lumber 


(i¢0.J.Silbernagel 











Every year more and more architects, contractors, 
and builders are using an increasing number of 
sOss Invisible HINGES. The time has come 
when no builder’s hardware line is complete 
without an ample stock of them. There is no 
substitute for the SOSS HINGE. It is the only 
hinge that is mortised in the door where it’s com- 
pletely hidden from view. This unique feature 
assures the smooth, flush, streamlined interiors 
that are so very necessary to really modern 
architecture. SOSS HINGES are nationally adver- 
tised in leading publications. The addition of 
SOSS HINGES, to your line, will definitely help 
increase your profit picture. Stock them—display 
them—and they’ll sell themselves. 


A mortising template is included with every 
pair of SOSS HINGES. This template assures 
fast, easy and simple installation. 


Write for FREE CATALOGUE that gives com- 
plete details and prices. 





IN V SIBLE 
HINGES 





“THE HINGE THAT HIDES ITSELF” 


ATTACH COUPON TO LETTERHEAD AND MAIL 


SOSS MANUFACTURING COMPANY 
21783 Hoover Road * Detroit 13, Michigan 


Please send me FREE CATALOGUE with complete details and prices. 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Man ufactu rers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION: 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 











Extra Profits 
for YOU 

















( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


WILL NOT SHRINK SELLS BETTER because 








STICKS AND STAYS DUT it WORKS BETTER. 
il 4 


a 


Most dealers report: 4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 

Durham’s Rock- 4 Ph meaner | 
Hard Water Putty {ij lowa 
gives you by far the 

best profit-margin on 

any product of this . 

nature: Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put: You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of eath on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


S) DONALD 
DURHAM 





knob that was coated with the best 
of old lacquers and then subjected 
to 17 hours of continuous salt 
spray. At top is a Fenestra knob 
with the new lacquer after it had 
been subjected to 150 hours of the 
same salt spray—without a pin- 
point of penetration. Tests also 
showed that concentrated sulphur 
atmosphere takes several thousand 
hours to make any penetration, 
and that repeated blows with a one- 
pound hammer produced no breaks. 
Write Detroit Steel Products Co., 
Dept. AL, 3105 Griffin St., Detroit 
11, Mich. 


King Cotton Cordage 

Many of the items in the King 
Cotton line of cordage are illus- 
trated and fully described in the 
manufacturer’s catalog. Some of 
these are King Cotton sash cord, 
clothesline, indoor clothesline, dry- 
er cord, twine for every purpose, 


Be : -— 
twisted cotton rope, twisted chalk 
line, twisted mason’s line, shade 
cord and venetian blind cord. King 
Cotton sash cord is made of extra 
quality, fine cotton yarn braided 
smoothly under even tension to 
produce a strong, firm and flexible 
cord. Ideal for running over pul- 
leys (window sash, door balance, 
clothesline, etc. For copy of the 
King Cotton catalog write John H. 
Graham & Co., Dept. AL, 105 Duane 
St., New York 8, N. Y. 


The Dexter Lock with a 
Jeweler's Finish 

The round knob and trim, a de- 
sign that has proved ten-to-one in 
popularity over a number of years, 
is manufactured with new lines and 
a “jeweler’s finish” by the National 
Brass Company. New to the hard- 
ware industry, the finish is said to 
be as high as the finish on the fin- 
est costume jewelry. A Lifetime 
Warranty assures smooth, carefree 
operation of the lock and guaran- 
tees that it will work equally well 
for all time. There is no occasion 
to ever lubricate this Dexter lock 
or do anything else to it. The knobs 
can never become loose because 


there are no set screws to work 
loose. . . the knob is attached per- 
manently to the trim in which it 
seats, and the two trims of a set 
are joined with tie bolts. This tie 
bolt design makes the set ideal for 
hollow doors as the set is inde- 
pendent of wood screws; in effect, 
the set interlocks with itself. The 
5-pin tumbler cylinder is encased 
in steel. There is a full layer of 
cold rolled steel enclosing the as- 
sembly, and over this is a heavy 
layer of solid brass. Both the in- 
side and outside knobs are made 
alike. Write National Brass Com- 
pany, Dept. AL, Grand Rapids 2, 
Mich. 


Sherwin-Williams’ 'Kem-Glo" 


~ - Looks, Washes Like Baked Enamel 


The synthetic 
lustre finish of 
Kem-Glo that 
looks and washes 
like baked enam- 
el permits even 
an inexperienced 
painter to- 
achieve perfect 


painting results, 


according to 

Sherwin - Wil- 

liams’ paint chemists. Recom- 
mended for kitchen and bathroom 
walls and fine woodwork, this finish 
approximates factory-applied  re- 
frigerator enamel. It has a rich 
subdued lustre slightly less than a 
full gloss coating which makes wall 
imperfections less noticeable. Kem- 
Glo is equally well suited for use on 
wood or metal and gives excellent 
performance indoors or outdoors. It 
gives solid one-coat coverage over 
most surfaces and has the unusual 
advantage of not requiring a prim- 
er or undercoater, even on new 
wood or plaster. Where two coats 
may be desirable, Kem-Glo itself is 
applied for each coating just as it 
comes from the package. Kem-Glo 


‘colors harmonize with the popular 


Kem-Tone shades so that home dec 
orators can now use either match- 
ing colors or harmonizing colors on 
both walls and woodwork. Kem-Glo 
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for WESTERN % WOODS 





IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


% MOULDINGS 

%& FRAMES 

% CUT STOCK 

% CUT-TO-LENGTH 
TRIMS 


— Sales Office — 


449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 


SPOKANE, WASHINGTON 


Double-length sawlogs at the millpond of Pack River Lumber Co., Sandpoint, Idaho. 


PACK RIVER SALES COMPANY 





Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 











































O-A is known for quality 


Old-growth logs like this mean quality in the lumber products that 
flow from the great, modern Oregon-American plant. It will pay you 
to put your next requirements in Kiln Dried West Coast Upland Hem- 
lock and old-growth Douglas Fir up to Oregon-American. 

Straight or Mixed Cars to suit your needs. Try some of our high quality 


\ KILN DRIED WEST COAST UPLAND HEMLOCK 


Flooring, Dimension, Boards, Ladder Stock, etc. 


Oregon - American Lumber Corp. 
VERNONIA, OREGON 


JILDiNG Propucts MERCHANDISER 















is distributed by Sherwin-Williams 
and its allied companies (Acme 
White Lead & Color Works, W. W. 
Lawrence & Co., The Lowe Brothers 
Co., John Lucas & Co., Ine., The 
Martin-Senour Co., and Rogers 
Paint Products, Inc.) through out- 
lets which handle Kem-Tone. Write 
The Sherwin-Williams Co., Dept. 
AL, 101 Prospect Ave., Cleveland 1, 
Ohio. 


"The Secret of the Masters" 


“The Secret of the Masters,” the 
new full color motion picture just 
announced by United States Gyp- 
sum, offers dramatic entertainment 
for paint buyers and highly effec- 
tive selling for Texolite dealers. 
The entertainment lies in the 
movie’s fascinating review of dec- 
oration through the ages, and in 
the art masterpieces that are shown 
to prove the amazing durability 
and beauty of the type of quality 
oil paint that can be thinned with 
water. Filmed on two continents, 
“The Secret of the Masters” is one 
of the first commercial films to em- 
ploy full-scale Hollywood produc- 
tion techniques, including spectacu- 
lar scenes that rival Hollywood’s 
finest creations for sheer beauty 
and interest. One sequence, for ex- 



























Ss 


ample, shows the “Creation of 
Adam” painted by Michelangelo in 
the Sistine Chapel of the Vatican, 
in Rome—the first time this fa- 
mous mural has ever been shown in 
color motion pictures. Pictured 
here the shepherd boy, Giotto, des- 
tined for enduring fame as a paint- 
er, learns a priceless painting se- 
cret. It’s an interesting scene from 
“The Secret of the Masters.” To 
arrange an advance showing of this 
motion picture, Texolite dealers are 
urged to write immediately to 
United States Gypsum Company, 
Dept. AL-144, 300 W. Adams St., 
Chicago, Ill. Both the film and pro- 
jection equipment are provided by 
the company without charge; Texo- 
lite salesmen assist in planning 
showings and putting them on. 


Woodwork Designs for 1950 
Ranch Type Homes 


Morgan Company has expanded 
its line of woodwork for American 
Modern Ranch Type Homes. Thege 
units are shown in a comprehen- 
sive new catalog now available to 
architects, builders, and dealers, 
The new book has been many 
months in planning under the di- 
rection of W. D. Sawler, Morgan 
merchandising director. In _ his 








meetings with architects, dealers, 
and builders, Mr. Sawler accumu- 
lated a wealth of valuable informa- 
tion, all of which is incorporated in 
the Ranch Type Book. Those en- 
gaged in planning and construction 
of this popular type of residence 
will discover many new ideas for 





MAKES IT 





PROCEX 









nance. 


window. 


AT LOW COST 





protection —— wind, rain, dirt and dust. 
operation. i i 

nance! 
installations are economical, easy and fast. 


WRITE TODAY FOR CATALOG AND 








PROTEX WEATHERSTRIP MANUFACTURING CO. 


4508 S. Western Ave. 





ASH BALANCE 


COMBINATION 
SASH BALANCE 


WEATHER STRIP 


JOBS AT ONCE 


| Eliminates old-fashioned pulleys, sash cords and 
° weights—and never requires oiling or mainte- 


» 3 Provides efficient weather stripping for sides of 


WITH NO MAINTENANCE EXPENSE 


New Kingstrip combination Sash Balance and Weather strip is the 
ideal equipment for today's homes—and tomorrow's. 
It provides finger-tip 
ngstrip equipment never requires painting or mainte- 
It's made of a special self-protection alloy. And Kingstrip 





THE 


SPRING 


AND 


DOES TWO 


ing rules. 





It offers more 





SAMPLES 





Chicago, Ill. 


OZARK 


1927 == BRAND -- /950 
OAK FLOORING 


Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 
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THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 
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How the Keystone System 
Gives You 
New Sales Opportunities 


Here’s a way to help yourself to increased build- 
ing material sales and profitable Keymesh Re- 
inforcing business. 

First, familiarize yourself with the advantages 
of modern, reinforced concrete stucco. See how 
the Keystone System of Stucco Application makes 
stucco strong, durable, attractive and low in cost. 
Then you can show builders, plastering con- 
tractors and architects an improved way to build 
low cost housing. 

As a result, you'll get additional business from 
new stucco construction and stucco overcoating 
work. And, you’ll stimulate profitable sales of 
Keymesh Reinforcing. 

The 44-page Keystone book tells all about 
the Keystone system of stucco application. Be 
sure you have a copy. Write today. 


2 
Keystone Steel & Wire Company 
PEORIA 7, ILLINOIS 
Manufacturers of Keymesh Reinforcing, Welded Fabric, Tie Wire and Nails 
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WEATHER-LOK UNITS 
~------> CUT COSTS 


FOR YOU—YOUR CUSTOMER 











The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


. . « Made of kiln-dried Ponderosa pine. 


. . » Completely weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. . . Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. - « High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


SPONRANE , 
HAL R.DIXON GRANT DIXON, JR. C.E.BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. @TREAS. 








For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 











Spokane, Washington 


115 




























SCOR BOT ARO! POMBO, 











entrances, doors, windows, mantels, 
cabinets, trim, all popular selections 
expertly illustrated by Theodore 
Kautzky and George D. Conner, 
men nationally known for their out- 
standing work in _ architectural 
renderings. Drawings of complete 
homes are shown, as well as many 
variations of interior arrange- 
ments, all of which are adaptable 
to current plans. The designs are 
flexible enough to permit their ap- 
plication in every type of plan. For 
copies of the Ranch Type book 
write Morgan Company, Dept. AL, 
Oshkosh, Wis. 


The Master Woodworker 


The Master Woodworker is a 
complete woodworking shop in it- 
self. It is not just a saw rig, but 
the combination of 12 machines in 
one, performing practically every 
woodworking operation. In erect- 
ing a house it can be used for mak- 
ing studs, rafters, joists, bracing, 
door frames, baseboards, window 
sash, cupboards, shelves, closets, 
etc. When used in a lumber yard, 
it permits reworking old lumber by 
cutting to readily sold sizes. It re- 
claims waste lumber by cutting off 
bad ends and by making odds and 
ends into surveyor’s stakes, trel- 
lises, porch furniture, etc. It re- 
duces inventory by carrying quick- 


moving sizes and ripping to slow- 
moving sizes as required. Impor- 
tant feature of the Master Wood- 
worker is its overhead radial saw, 
which travels easily on ball bear- 
ings on a machined way, self align- 
ing for wear, eliminating chatter, 
vibration and distortion. Write 
The Master Woodworker Manufac- 
turing Co., Ine., Dept. AL, 409 E. 
Fort St., Detroit, Mich. 


New Carded Hardware 
Line by Stanley 


The Stanley Works announces a 
new line of 56 carded hardware 
items for quick, easy “over-the- 
counter” sales. Cards are attrac- 
tively printed in a_yellow-black 
combination, carry suggested use 
of hardware as well as complete 
product description. Each card, de- 
signed for easy display and buyer 
selection, is a complete sales unit as 
both hardware and screws are se- 
curely fastened to it. Shown here 











is a sample item from the line 
which includes such popular items 
as Strap and Tee hinges, cabinet 
pulls and hinges, ‘hhasps, screen door 
hardware, etc. Illustrated catalog 
pages showing the entire line are 
available on request. Cards are 














packed one dozen in a box, 12 boxe 
in a case. Write the Stanley 
Works, Dept. AL, New Britain, 
Conn. 


Cold-Forged Casters 

A Rapistan caster catalog sup- 
plement describes low-cost, quality 
Series 40 “cold-forged” casters. 
The illustrated supplement lists 
specifications of the various diam. 
eters and types of wheels available, 
with load capacities ranging. from 


140 to 400 pounds. The new release 
also gives details of the “cold 
forged” process, a Rapistan feature 
reported to assure long life and 
smooth, low-cost caster perform- 
ance. Write The Rapids-Standard 
Company, Inc., Dept. AL, 342 Rap- 
istan Bldg., Grand Rapids 2, Mich. 


Guild Tools 

Porter-Cable’s Guild Router for 
Homecrafters, illustrated here, was 
fully described on page 94 in the 
January 14 issue of AL&BPM. The 
picture inadvertently shown with 
that article, was the manufacturer’s 
4%” Guild Saw Model A-4. With- 
drawn from production during the 
war, it has been re-introduced with 
several new features. The Model 
A-4 can be tilted to 45° for bevel 
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SOUNDBIL 
DOUGLAS FIR PLYWOOD 











INTERIOR 











Sem ». 


SOUNDLY MANUFACTURED HOT PRESS PLYW 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant “hot press” Exterior 
Douglas Fir Plywood is a specialty with us. 


"Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make "Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Ptywoop, [Nc. 


Tacoma 2, Washington 


MONOCORD 





TIMBER 
TRUSSES 








EXTERIOR and 










oop 





FOR CLEAR-SPAN, POST-FREE BUILDINGS 


FAST ERECTION WITH LOCAL CREWS AND EQUIPMENT 


@ Monocord Timber Trusses are designed, engineered 
and factory-fabricated to meet all job and load re- 
quirements. They are delivered knock-down, ready 
for accurate assembly and easy erection by local crews 
and equipment. Monocord Trusses enable you to 
economically meet the growing demand for one-story, 
post-free buildings. 

In addition to Monocord Trusses, Weyerhaeuser 
furnishes other typical fabricated lumber items to 
general contractors, builders and industrial builders. 


TRUSSED RAFTERS @ BRIDGE TRUSSES @ HATCH COVERS @ PALLETS @ 
HIGHWAY BRIDGE BARRICADES « FLOATS « REFRIGERATION SHIP 
PARTS © STRUCTURAL FRAMEWORK ¢ STEAM HAMMER PARTS 
* CHURCH TRUSSES *« LOADING RAMPS « PILE DRIVER CRAWLER 
MATS * BUMPER BLOCKS e FOUNDATION TOWERS « GAS CYLINDER 
RACKS (treated) © FLUME CRADLES (treated) * COOLING TOWERS 
(treated) « MARINE PIER TIMBERS (treated) e WATER GATES (treated). 


Write for complete details. 


WEYERHAEUSER SALES CO. 


NEWARK, N.J. @ ST. PAUL, MINN. @ TACOMA, WASH. 


Buitping Propucts MERCHANDISER 
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GOLDBLATT 


Mason Tools 
Give You... 


Faster 
Turnover 





One Source for All Needs 
Buy all your masonry tools 
from Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient, 


ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct to dealers, 
is therefore able to offer espe- 
cially attractive dealer discounts. 


SEND TODAY FOR FREE 1950 CATALOG 


Write for your copy of Goldblatt’s illustrated 
catalog describing the largest and most com- 
plete line of masonry tools and supplies. 


Goldblatt Tool Co. 


' 1924 Walnut Street Kansas City 8, Mo. 











"FIRST CHOICE OF THE TRADE FOR 65 YEARS | 
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or compound mitre cut; and adjust- 
able ripping guide makes fast, ac- 
curate ripping simple and fast. It 
can be used for dadoing, cutting 





tenons, grooving and notching; can 
be raised or lowered into the work. 
As a safeguard to operator safety, 
the blade is protected at every 
angle — teeth are exposed only 
where they are actually cutting. 
Write Porter-Cable Machine Com- 
pany, Dept. AL, 1714 N. Salina St., 
Syracuse 8, N. Y. 


Insulite’'s 1950 Line of 
Interior Finish Board 

New interior finish insulation 
board products in beautiful colors 
of pre-tested customer appeal are 
featured in the 1950 line of Insulite 
building products. Colors offered 
are white, ivory white, ivory, pale 
green, and two brown woodtones 
for subtle, harmonious effects. Tile 


and plank interior board is now be- 
ing produced with a newly-designed 
flange tongue and groove joint 
which aids sound, speedy applica- 
tion with either nails or staples. 
The nailing or stapling surface is 
fully concealed and each individual 
unit stays level and firmly in place. 
The following products are included 
in the new line. Insulite Durolite 
—manufactured as a square edge 
board and in decorative plank de- 
sign—offered in ivory, pale green, 
and in light and dark woodtone 
colors; Insulite Lusterlite—an ul- 
tra-smooth interior finish board 
manufactured in tile and square 
edge boards; Wevelite—a lower 
cost board which is a good general- 
purpose interior finish; Insulite 
Smoothlite— formerly known as 
Smoothcote interior finish—has 
been re-designed and will be offered 
in the same sizes; Acoustilite and 
Fiberlite — Insulite’s acoustical 
products—have also been re-de- 
signed with beveled square edges 
that can be applied with either ad- 
hesive or metal clips. Write Minne- 
sota and Ontario Paper Company, 
Dept. AL, 500 Baker Arcade Bldg., 
Minneapolis 2, Minn. 


SEND FOR THESE: 


Pitegoff Brushes for practically 
every purpose, are attractively illus- 
trated in a new 42-page catalog. Here 
are some of the brushes included: 
varnish brushes—flat, steelbound, ex- 
tension flat, extension semi _ oval, 
square ferrule, oval etc.; sash tools; 








“it never lets go’’ 


The patented Bulldog grip ==—> 


Steel Bridging 






° © © SAVES MONEY 
SAVES TIME 





what it costs to drive an 8d. nail 


se $2.50 an hour, ask your per 


Buy Bulldog grip steel bridging and 
reinforce the entire structure. 


SAVES LABOR 


50 double bridges to carton 
—weight 32 lbs. 


NEW LOW PRICE 
write for literature 


THE PIONEER company !05°-54 Century Bids. 


Pittsburgh 22, Pa. 
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radiator bronzing brushes;  rounj 
glue, gasolene, stencil, household wa)j 
brushes; master _ painters’ wall 
brushes; also stucco, paste and kal. 
somine brushes. There are many 
others, as well as brushes in ap 
assortment with free counter display, 
For copies of the new catalog write 
Pitegoff Brothers, Inc., Dept. AL, 329 
Van Buren St., Brooklyn 21, N. Y. 


Testing Methods and Facilities 
Used on Fiberglas Products is a new 
36-page publication describing the 
facilities and procedures employed by 
Owens-Corning Fiberglas Corporation 
in its testing laboratories at Newark, 
Ohio, and Ashton, R. I., to provide its 
customers with accurate data on the 
properties, uses and _ performance 
characteristics of Fiberglas materials 
in their various forms. The publica- 
tion is illustrated with numerous pho- 
tographs showing laboratory person- 
nel operating the testing facilities. 
Copies may be obtained from Owens. 
Corning Fiberglas Corporation, Dept. 
AL, Toledo 1, Ohio. 


The new Adams-Rite catalog No. 49 
includes many new items and improve- 
ments in lock and builders’ hardware 
specialties. One of the major an- 
nouncements in the catalog is that the 
company’s Series 500 Sliding Door 
Lock is now completely reversible and 
far easier to order. The company also 
has introduced a new series of cremone 
bolts; new light pattern pulls at con- 
siderably lower costs; a new sash bolt 
for passing sliding sash and an im- 
proved edge pull. Three new locks 
by Adams-Rite are also fully de- 
scribed. The new Series 970 Minimum 
Backset Deadlock takes any cylinder 
and fits a stile as narrow as 1%”. 
Series 0161 Horizontal Deadlocks for 
tempered glass doors also are illus- 
trated as are Series 1131, a heavy 
duty sliding door lock of the mortise 
type which takes any standard cyl- 
inder. Write Adams-Rite Manufac- 
turing Company, Dept. AL, 540 W. 
Chevy Chase Dr., Glendale 4, Calif. 


“Suggestions for Using Williams’ 
Form Clamps and Their Accessories,” 
is a new leaflet now available on re- 
quest. Write Williams Form Engi- 
neering Corporation, Dept. AL, 1501 
Madison, S. E., Grand Rapids 7, Mich. 


“Master Specifications for Copper 
Roofing and Sheet Metal Work in 
Building Construction — Institutional, 
Commerciai, ‘dustrial’ contains com- 
plete, detailed specifications for all 
types of sheet metal installations em- 
ploying copper. The _ specifications 
are sub-divided into the following 
classifications: flat seam, standing 
seam, and batten seam roofing; flash- 
ings; gutters and leaders including 
leader heads and straps; splash pans; 
cornices and belt courses; building 
expansion joints; copper coping cov- 
ering; louvres; scuttles; and eave 
snow flashings. Write Revere Cop- 
per and Brass Incorporated, Dept. 
AL, 230 Park Ave., New York 17, 
nN. ¥. 
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HERE'S 
FASTER 
DRAINAGE 


NEW PROFITS 
for YOU-- SELLING 


BOSCO 


PERFORATED 


DRAIN 
TILE 


Meet the 
Demand for 


Quick Drainage 


The proved perfora- 
tions on Bosco Perforated 
Drain Tile conform to 
A.S.T.M. €24-47T standards 

insuring fastest possible 
drainage. 


new, 


Superior for: 


Foundation drainage 

Septic tank drains 

“Wet Spots’’ in farm drainage 
Athletic Fields 

Golf Courses 

City Parks 

Tennis Courts 

Running Tracks 


Truckloads up to 125 mile 
radius of Bowerston. Straight 
or mixed cars with Bosco 
regular drain tile, sewer 
pipe, wall coping, flues, ete. 














Write for circular. Dept. AL. 





BOWERSTON 


SHALE COMPANY {ii} BOWERSTON, OHIO 


ORAINMACE 





MATERIAL SP OC FAL ts ¥ 3 





AMON RI ph pet pe 


a 
/ GOOD BOOK 


on the 
use of the 


STEEL SQUARE 


It has been written so that the 
reader will be able to learn all 
standard uses of the steel square 
entirely from the book. 


The book is filled with actual examples and previously 
acquired knowledge of framing or other intricate carpentry 
Operctions is not required. The examples are so explained 
nd illustrated that the reader can easily apply the prin- 
ciples to practical jobs he may be doing. 


This book is full sized (512”x 8/2”) and is easily read be- 
cause it is printed in very legible type. The many helpful 
illustrations are exceptionally clear. It is handsomely and 
durably bound in water and vermin proof cloth. 


The book contains 96 pages, 101 illustrations, and is thor- 
Oughiy indexed. 


POSTPAID $2.25 


Send Orders to 


American Lumberman & Building 
Products Merchandiser 





10 reasons why you can easily SELL 


Wood Windows of 
WESTERN PINE* 





va 


1 Efficient insulation. 
2 Easy and quick installation. 


3 Easy and inexpensive to 


cause they hold paint and 
stain lastingly. 

8 Available in pre-assembled 
units— wide range of styles 








139 North Clark Street Chicago 2, Illinois 


Buitoinc Propucts MERCHANDISER 


therstrip. 
arene — —suited to any architectural 
4 Reduce moisture condensa- design. 
tion. 
ea 9 Long life provided by scien- 


5 Quiet to operate—little 


é : tific wood preservation proc- 
vibration. 


ess. Available from most all 
factories. 


10 Wood windows are sold 
through recognized building 
material dealers. 


6 Smooth even grain and soft 
texture take paint and stain 
easily. 


7 Low maintenance costs be- 


WESTERN PINE ASSOCIATION 
510 YEON BUILDING PORTLAND 4, OREGON 








*These are the Western Pines 
*IDAHO WHITE PINE *PONDEROSA PINE *SUGAR PINE 
These are Associated Woods 
LARCH DOUGLAS FIR WHITE FIR 
SPRUCE CEDAR LODGEPOLE PINE a 


WESTER | 


PINE! 
4 i 
\ ee | 
\ i 3 

N — 





















NORTHERN 
WHITE PINE 


NORWAY 
PINE 


RAINY LAKE LUMBER CO. Ltd. 


Sales Office: 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd.,-Rainy Lake, Ont. 
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Names in the News 


Griffith Lumber Operating 
Mill at Hurley, Va. 

The Griffith Lumber Company, 
Huntington, W. Va., has announced 
that Myron C. Van Gorder is now 
associated with the firm as a junior 
partner. For the past 10 years, Mr. 
Van Gorder has been sales manager 
of Mower Lumber Company, Charles- 
ton, W. Va. C. V. McCreight of In- 
diana, Pa. is also associated with Grif- 
fith Lumber Company and will cover 
the western Pennsylvania territory. 
During 1949, Mr. Van Gorder was 
Chairman of the Trade Extension 
Committee of the Appalachian Hard- 
wood Manufacturers, Inc. and he has 
recently been elected a Director at- 
large of this association. 

The Griffith Lumber Company, for 
a good many years, has manufactured 
Appalachian Hardwood lumber ex- 
clusively, having operated band mills 
in North Carolina, West Virginia and 
Kentucky. At the present time, the 
firm is operating a mill at Hurley, 
Va. and is also doing a general whole- 
sale business. 


A west coast department has now 
been established to handle the prin- 
ciple western species of a_ limited 
number of mills producing Ponderosa, 
Sugar and Idaho White Pine, Doug- 
las Fir, White Fir and Larch, Red 
Cedar, Western Hemlock, Redwood 
and Western White Spurce. 


McCollum-Fortna in New Office 
The McCollum-Fortna Lumber Co., 
Grants Pass, Ore., is now occupying 
its new office and warehouse which 
was rebuilt following a fire last Sep- 
tember. McCollum -Fortna Lumber 
Co. is affiliated with the Builders 
Lumber Co., Klamath Falls, Ore. 


Baris Lumber Opens 
Brooklyn Warehouse 

The J. C. Baris Lumber Co. wishes 
to announce the opening of warehouse 
and railroad siding facilities at Bo- 
hack Terminal, Metropolitan and 
Flushing Avenues, Brooklyn, N. Y., to 
be used for the unloading, handling 
and storage of some of its plywood 
and dry lumber items. 


This warehouse is to augment th 
company’s present warehousing ani 
storage capacity at Erie Basin Break. 
water Lumber Terminal, Brookly, 


N. Y. 


Lumber for Houses 
in Jamaica 


Iumber for Jamaica — 1,300,000 board 
feet of dressed Pine lumber from th 
southern mills of Georgia-Pacific Plywood 
& Tumber Co. of Augusta, Ga. and New 
York, N. Y. is loaded on the British 
freighter “Magister” at Charleston, S. C. 
One of the largest cargos of lumber ever 
to leave the port of Charleston and the 
largest single order shipment made by 
any one shipper for the account of one 
buyer, the lumber is consigned to a cor 
struction company in Jamaica and will 
be used for the building of houses. Pal. 
metto Shipping Co. is agent for the ship 
which is operated by J. S. Webster Line: 





Makes Pickets 
at Low Cost 


Points 200 to 250 15%"' to 354" width pickets per hour 
with planer-smooth finish. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 
Net price $47.50 f.0.b. Wilmette, Illinois. 


/ 

















SCHUBERT 
Picket Cutter 





No sanding required. 


operate. 


year after year use. 24"' high. Hand operated. 30" 
long handle provides easy leverage. Anyone can 
Enables you to utilize odds and ends of 
lumber profitably. Seven day delivery. Send today 
for literature. 

(Where state sales tax applies, add tax.) 





H.A.SCHUBERT of © PME EV set tite 


WALCO NET beaten aed eu. Ou-e 


Wilmeite, Illinois 





for guality 


HARDWOOD FLOORING 


SINCE 1919... 
the first and 
finest in 

finished oak 
flooring! 


PRE-FINISHED OAK 





WILLIAMSPORT 4181, wire or write... 


Conveniently machine packaged in steel-strapped 
bundles. Prompt shipment on most grades. PHONE 


THE CROMAR COMPANY 


Ye"x2” & 1%" and 25/32"x2%%" & 1Y”. Rich, gleaming twilight 
tone finish is ‘ironed into the wood" on CROMAR'S exclusive sub- 
surface process. Self-leveling joint. Nail holes machine-punched. 


UNFINISHED OAK & HARD MAPLE 


25/32"x2%4", 2” & 1%”. Straight line, top quality, standard 
matched. Well manufactured from Appalachian Oak and Hard 





»>USQUEHANNA ST WILLIAMSPORT, PENNA. 








Maple, carefully graded. 
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Dependable Quality 





HARDWOOD FLOORING 


In straight cars or mixed with air 
dried Yellow Pine Boards and 
Dimension. Best of manufacture. 


beech 
Satisfaction that will bring you 
p ecan back for more. 
ash * 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


oak 














Selma LD 9910 — Phones — Jackson 1885 

















a 

Datistied customers 
mean additional pro- 
fit to door dealers. 


This exclusive Raynor 
feature assures max- 
imum profit by giving 
every Raynor door 
user the finest in 
smooth operation. 


YNOR Graduated Seal 
simple and rugged in 





Doors equipped 

Raynor Graduated 

n be installed with 

Additional adjust- 

ent and repair after the 

eted installation is 
sSary. 


aynor representative 
or write direct for dealer and distributor 
franchise information pertaining to the 
RAYNOR complete line of Residential, 
Commercial, Industrial, and Rural Doors. 


Raynor Manufacturing Co. 


Knox Avenue 
Dixon, Illinois 








Buitping Propucts MERCHANDISER 





Logged in 1936-1937 


HARDWOODS e WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for the 
past thirty-five years is providing for current needs of 
today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


QUALITY LUMBER Kiln-dried 


Air-dried 











Oregon Lumber Co. 
Baker, Oregon 


Pioneer eastern Oregon mill—in operation 61 
years. Under our sustained yield plan of opera- 
tion, the past 61 years of performance is just 


a starter for future delivery of our products. 


= 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


Since 1889 
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Braund Ships Birch 
to All 48 States 

W. R. Braund, president of the W. 
R. Braund Co., 214 Wabeek Bldg., 
Birmingham, Mich., reports that an 
analysis of customer accounts shows 
customers in every state in the union. 

Mr. Braund states that the com- 
pany is one of the largest shippers of 
Birch, including all types of Birch 
veneer from ” to 1/28”; 1%”, 3/16” 
and 14” cut-to-size door panels; %” 
to %” panels in stock sizes up to and 
including 48”x108”; green, A.D. and 
K.D. Birch lumber; hollow core or 
lumber core interior and _ exterior 
doors in popular and custom sizes. 

Other members of the firm which 
Mr. Braund heads, are C. B. Harman, 
vice-president and treasurer, and C. F. 
Charlton, secretary. John E. Williams 
is sales manager. Harold Savage is 
in charge of inspecting and expediting 
and R. W. Rose, L. E. Colgrove and 
W. E. Knoertzer are sales representa- 
tives. 


United States Plywood Opens 
Warehouse in Tennessee 

United States Plywood Corporation 
recently opened its 30th warehouse. 
The new location is in Knoxville, 
Tenn. S. W. Antoville, vice-president 
and general sales manager for the 
plywood manufacturers, said that the 
new unit will assure locally a quick 
supply of a complete line of Weld- 










WELBWOOD 
PLYWoOn 


Yew’ CRAFTSMAN GAD 


punead 0 





Oh 


Newly-Built United States Plywood Exhibit 


HERE is the newly-built exhibit of United States Plywood Corporation which wa: 
shown for the first time at the recent convention of the Northeastern Retail Lumber 
man’s Association at the Hotel Statler, New York City. This exhibit will be shown 
many other lumber dealer conventions throughout the United States. 


from its loading ramps and railwa; 
freight cars from its spur served by IN 
the Louisville and Knoxville R. R. 1 
The Knoxville warehouse will le 
managed by Carl W. Justice and wil 
operate as a part of the company’ ‘ 
Middle Atlantic Division. » 


wood plywood as well as a representa- 
tive assortment of imported and do- 
mestic hardwoods, and flush doors. 
The structure, located at 2734 Mid- 
dlebrook Pike, N. W., includes both 
warehouse and sales office space. The 
building is equipped to serve trucks 
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PONDEROSA PINE « White FIR « INCENSE CEDAR 
High Altitude, Soft Textured Growth 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


Manufacturer and Distributor 


CALIFORNIA 











WINTON. LUMBER SALES CO., Foskay “Jower, MINNEAPOLIS 2. MINN. 


4 


Quality Lumber 
for 62 Years @@ 


A: California Sugar Pine am 
Ponderosa Pine om 
‘Western White Spruce a 


Cut Stock -- Mouldings i 
Industrial Box Shook 


\ SR, te Pec Wrdrwh 


* 


~ 
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Tidewater 


2 ee ee 


D. your customers a real service...recommend Tidewater Red 
Cypress. It is truly “The Wood Eternal’. This wood gives outstanding 
service, especially when used under adverse conditions. Can't be beat 
for homes, interior finishes, farm fences, silos, barns and many 
industrial uses. 
TERMITE RESISTANT: According to the U. S. Department of 
Agriculture, Tidewater Red Cypress is naturally resistant to 
termite destruction, 


DECAY RESISTANT: Nature has done for Tidewater Red Cypress 
what man has tried to do for other woods through artificial induc- 
tion of preservatives. 


AMERICA IS STILL TOO YOUNG TO KNOW HOW LONG TIDEWATER RED CYPRESS WILL LAST 


Take advantage of our free consulting service to help solve your next 
wood problem, 


Ay) oe eee 


’ ™ LUMBER COMPANY 
4237 DUNCAN AVE, + St. Louis 10, Mo. 


0 (aia 
The Wood Eternul™ 








DONLEY Tri-Vent VENTILATORS 
More Efficient and Attractive 


Here is a device that promises to be your standard 
home ventilator offering, not just an addition to the 
varied Donley Ventilator line. . . The Donley Tri-Vent 
Ventilator conforms to the shape of the gable end. 
Placed closely below the roof overhang, it provides 
ventilation from the top of the attic space where it 
will be most effective and its appearance pleasing. 
. » Two forms are in production, No. 6-12 and No. 8-12. 
Numbers refer to inches of rise, per foot of run in the 
roof slope. . . Broad flange makes it feasible to serve 
slopes from 5 to 9 inches, per foot of run, with these 
two shapes. .. No. 6-12 provides 69 square inches of 
free opening, No. 8-12 gives 73 square inches. 20 
gauge steel, light gray baked finish. Screened 
against insects. Packed two vents to a carton. A 
trial order will show how much your trade likes this 
improvement. 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 








with genuine 
NORTHERN 
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Trodemeorked 


MFMA 


Preis onece on she adhe 
o v9 Seow 


MAPLE FLOORING MANEFACTIRERS ASSOCIATION ayhersn 


LE to your nearest MFMA pro- 
ducer for this colorful, new, maple-base 
€ounter Display Card! 

PPLE FLOORING MANUFACTURERS ASSOCIATION 


386-D—46 Washington Boulevard 
OSHKOSH, WISCONSIN 









































KYANIZE SALES MEETING Kimball & Prince Lumber Co. 
— —_ oe Holds 34th Annual Banquet 


Ry 


The Kimball & Prince Lumber Com. 
pany, Vineland, N. J., held its 34th 
annual banquet, February 15. Fifty. 
three employes of the Vineland and 
Millville lumber yards were guests at 
a turkey dinner. 

Rev. James S. McGowan, pastor of 
the Trinity Methodist- Church, Mill. 
ville, and principal speaker of the 
evening, selected as his subject the 
theme, “Acres of Diamonds.” He said 
the world needs men who can associ- 
ate with each other despite race and 
creed, and pointed out that a man’s 
mind is much more important than a 
man’s color or nationality. : 

Eugene M. Kimball, president of the 

; a as firm, who this year celebrates his 

£ a 55th year in the lumber business, gave 

ee = Sa r Si aan a short historical sketch of the early 
- staal — — —— lumber business in Vineland. He also 

THIS ROOM in the Boston Varnish Company plant was set aside for tests conducted conducted the roll call of employes 
by the sales staff. The salesmen started the day’s operations by preparing the surfaces and made specific mention of those 
preparatory to painting. with long service records. Carlton 
S. Hughes has been secretary of the 





Some sales conventions are mostly 
talk, but not so the annual session of 
the sales department of the Boston 
Varnish Company held recently at the 
factory in Everett, Mass. For during 
this 3-day meeting the sales staff 
proved to itself the quality of Kyanize 
products by actually using them, and 
testing for coverage, mileage, brush- 


ing qualities, etc. 

During the convention, plans were 
outlined for a continuation of the Ky- 
anize Color Recipe advertising pro- 
gram, with more color insertions than 
ever before, and for a continued series 
of sales promotion offers designed to 
bring traffic into the stores of Kyanize 
dealers. 


firm for 42 years. 

The Kimball & Prince Lumber Con- 
pany was founded in 1871 when Myron 
J. Kimball, John and W. Van Tyle 
Prince formed a partnership. In 1906 
the business was incorporated, and 
upon the death of his father, Myron 
J. Kimball in 1913, Eugene M. Kin- 
ball was elected president. He con- | 





DON’T CARRY IT— 


CONVEY IT 





Oe Re 


Cut handling costs— 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-30. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


GRAVITY & POWER 
CONVEYORS 





OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P.O. Box No. 85 

Great Neck, L. I. Crystal Lake, Ill. 
New York 


Member Western Pine Assn. 


March 11, 1950, AMERICAN LUMBERMAN © 






















SHEVLIN-McCLOUD LUMBER COMPANY 


[Successors to Shevlin Pine Sales Company] 








34th 

“ifty. _ 

| and SELLING THE PRODUCTS OF DISTRIBUTORS OF 

ts at *THE McCLOUD RIVER LUMBER EWLUN ONIE estvenneel 
COMPANY Sil PONDEROSA PINE 

or of McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 

Mil. *THE SHEVLIN-HIXON COMPANY EXECUTIVE OFFICE 

. - ? Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 

a ee gs ee See ae MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 

ssoci- DISTRICT SALES OFFICES: 




















» and NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 


. SE 
lan a SG os Fe Weodeeak Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 


=\/TWIN HARBORS LUMBER COMPANY 


i i Aberdeen, Washington 











Lyron Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 










/ 





Al Clements Dumber Co. 


MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 


“Kiln Dried” 
Industrial & Housing Materials 4-4 











7 Reduce Delivery Costs 
YO U | CA * and SINCE 1918 
Speed up Deliveries 
with an Load and Unload a Load at a time 


| |) R-B ROLL-OFF TRUCK BODY. 


Complete Beds Shipped KD 
EASILY MOUNTED 





Two Hours 


Write for Catalog & Prices 


Two Minutes Are Better Than 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 


Buying Propucts MERCHANDISER 125 
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tinues as the active head of the firm 
operating the largest lumber yards in 
southern New Jersey. 


Increased National Advertising 
Part of Curtis Woodwork 
1950 Sales Plan 

An increased consumer and trade 
paper advertising schedule is being 
used this year by Curtis Companies 
Incorporated, manufacturers of Curtis 
Woodwork, as part of the new Curtis 
sales program for 1950. 

Greater coverage of the farm field 


and small towns will be realized by 
the addition of new magazines reach- 
ing these areas. In addition, all of the 
big home publications will carry Curtis 
Woodwork advertising on an increased 
schedule which will run through the 
year. 

A new feature of this year’s Curtis 
campaign will include use of full 
pages, in four colors, in some of the 
magazines advertising Curtis kitchen 
cabinets. The first of these kitchen 
color pages will appear in May. A 
major talking point used is the low 
cost per month of a new Curtis 
Kitchen when thé price is figured on a 
monthly payment basis. 

“This is:our largest national adver- 
tising campaign since before the war,” 
commented I. H. Ramsey, Curtis gen- 
eral sales manager. “While business 
at the present time is unusually 
good,” Mr. Ramsey said, “yet we feel 
it is important and necessary to keep 


our products advertised extensively guides to dealers who are preparing 
and to continue to stimulate interest to “grow and prosper in a more com. 
in Curtis Woodwork and in the build- petitive market.” Calling them, “the 
ing and modernizing of homes—and simple fundamentals of good sales. 
in the service available through the manship,” he listed: 
retail lumber dealer.” First: Thou shalt carefully selec 
The 1950 Curtis campaign opened the best products available and stock 
in February magazines. them in adequate quantities. 
Second: Thou shalt maintain ap 


"The Four Commandments organization, expert in knowledge, 
of Merchandising" prompt in service and courteous jn 
dealings. 

Building material dealers were Third: Thou shalt fully inform the 
urged to “be prepared to meet new community on what you have to offer 
demands upon their abilities as mer and how it will serve them. 
chants” in a speech by Melvin H. Fourth: Thou shalt always strive to 
Baker, president of National Gypsum offer goods and services at 
Company, before the Virginia Build est possible price. 
ing Material Association, Roanoke, Reviewing business prospects for 
Va. 1950, Mr. Baker told the Virginia 

Mr. Baker cited “the four com- dealers that they should expect “a 
mandments” of merchandising as moderate falling off in residential con- 


the low- 





NINETY-TWO ATTEND SKILSAW 
ANNUAL SALES MEETING 
New tool introductions and accel- min Bills, Chicago realtor and edv- 
erated merchandising programs for cator. Red Motley’s talk, “Nothing 
1950 were highlights of the annual Happens Until Somebody Sells Some- 
sales meeting of Skilsaw, Inc., held at thing” climaxed the sales meeting of 
the Edgewater Beach Hotel, Chicago. the company that 25 years ago pio- 
Guest speakers during the meeting neered the manufacture of portable 
were Arthur H. (Red) Motley, pub- electric saws. 
lisher of Parade Magazine, and Benja- 


a on 


pole 





BACKING UP the meeting theme, “A bigger cut in 1950,” several completely new 
“Skill Tools” were presented to 92 men gathered from Skilsaw’s 33 branches in the 
United States and Canada. Modernized versions of many tools in the company’s lim 
were also shown. A complete promotion program for the company’s highly successfal, 
new Skil Home Shop Tools was outlined by sales and advertising departments. 








one with an overhead crane. One crane is 


full length of the building. 


by Lessee if desired. Also trimmer saw. 


for small additional rental. 


CALL or WRITE — 


5537 E. Marginal Way 





For Lumber Storage & Transfer Point 


®@ Main building—with 125 by 200 ft. floor space—has two bents, each 
is for 10 Ton—the other fer 


FOR RENT — Building Suitable Kae BEVIL 
PU 


35 Ton. The 35 Ton crane also has a 10 Ton crane. 


®@ Well constructed office building with heatin . . ‘ 
used for lumber storage. Has |2x/2 resaw—which can be taken over lation board jobs. Sharp, strong, specially ground 


For further particulars or inspection 





Both cranes travel 


system. Has been NOW AVAILABLE—the tools you need for insu- 


blades cut through toughest insulation boards 


®@ Additional space—l00 by 125 ft.—across the street from main build- leaving clean, smooth 


ing, is excellent for outside piling of lumber. Has 15 Ton gas crawler Be, 
po Another space, 100 by 100 ff., of level ground is also available edge. Three tools—five $585 


blades — attachments. Sent postage paid 
All for... anywhere in U.S.A. 
Extra Bevil-Devil Blades, of selected steel, ground to 


cul insulation board. Package of 100 for $4.00, 
postage paid. 


SEATTLE BOILER WORKS, INC. 
KIMBALL MANUFACTURING 


Seattle, Wash. 





COMPANY, INC; 
\ 1633 SYCAMORE ROYAL OAK, MICH. 
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Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 





elect 
stock 









es We can ship straight cars of one length or any specified lengths 
pdge, you want. Boards and small timbers of course. Also precision 
is in trimmed Studs cut to exact length. 

let us know your needed items. 
1 the 
offer 


ALAC te 


TIGARD ° fe) i seie), | 
Portland Line CH. 3330 or Tigard 2301 


‘ KIRBY 
Lumber Corporation 


fs @ Yellow Pine 
thing @ Southern Hardwoods 


y 
some- 


ve te 
low- 


Telephones - 
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"A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 























"Is it as Good as Kirby's?" 













PRECISION 


folding stairway 




















@ No springs—Actuated 
by counterweights 


@ Easy to operate 

@ Safety treads on steps 
@ Insulated door panel 
@ Requires no attic space 

@ Shipped in one package 












Write for full information 


PRECISION PARTS CORP. <3 


Nashville 7, Tennessee |: 





ree Now! 


Take Advantage of Our Present 


LOW PRICES 


Warehouse or Carload Shipments 


We Can Give You Prompt Shipments of High Quality Birch 
Plywood — Birch Veneer — Birch Lumber — Birch Doors 


BIRCH PLYWOOD 


Stock Panels 
Grades: A-!, A-3, 1-3, 1-2, 2-2, 
2-3, 3-3 
All Thicknesses: 1/8" to 3/4" 


Complete Stock Sizes or Your 
Sizes Upon Request 



















Door Panels 
Grades available: |-2-3 


1/8" to 3/16" 3 ply panels 
available for all standard doors 


Phenolic, Urea, Melomine, and I0 Cycle Glue. All hot press glues, 
on Door Panels and Stock Panels. All birch plywood meets standard 
CS 35-47 Bureau of Standards specifications. 

Birch Veneer Birch Lumber 


Rotary and Sliced Cut All Standard Grades and Thick- 
Standard Thicknesses nesses 
Faces, Backs, Cross Banding & Kiln dried and air dried 


No. | Sheet Stock Each car carries NHLA Certifi- 
Specify your Requirements cate of Inspection and Tally 


ACT NOW -- WIRE -- PHONE -- WRITE TODAY 
FOR NEW LOW PRICES 


W. R. BRAUND COMPANY 


Suite 214, Dept. CD, Wabeek Bldg., Birmingham, Michigan 
Telephone 5022 TWX Birmingham 500 
































GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of WHITE PINE (PINUS 
STROBUS) 


Genuine 
Also some Norway and Spruce 


AIR-SSEASONED — WATER-CURED 
Rough or Dressed 


Special. White Pine Dry Short Shorts. 
C. Sel. & B. 4/4 to 8/4 & wider x 16/71” 
1, 2, 3, 4 Com. 4/4 to 8/4 & wider x 13/71” 








Sawmills — Braeside and Temagami, Ontario 
1842 MEMBERS N.W.L.D. Assn. 1950 


—_——— 

































Buitpi: 3 Propucts MERCHANDISER 


WHY FLUORESCENT LIGHTED 
MEDICINE CABINETS 









Complete Bennett Bilt : 
Fluorescent Lighted | 

Medicine Cabinets cost 

less to buy and install 

than separate electrical 

wall fixtures and cabinets | 

of equal quality. These 
cabinets increase the at- 
tractiveness of modern 

rooms by providing a more 

finished, self-contained, 

compact installation. 















Nothing has been over- 
looked for convenience 
and quality. No other 
medicine cabinet has 
all 18 built-in premium 
features. That’s why 
you should specify 
and buy Bennett Bilt 
Fluorescent Lighted 
Medicine Cabinets. 
It costs you nothing for 
the fully-illustrated 
complete line catalog 
...it May mean many 
dollars to you. Write 
today. 

rs Re AEA 


THE BENNETT MANUFACTURING CO., ALDEN, N.Y. 


CUSTOM METAL CRAFTSMEN SINCE 1906 


127 


struction this year.” This drop, how- 
ever, indicates “a trend to lower but 
more normal volume” in the. future 
and is a warning to dealers that they 
must look for “new sources of busi- 
ness.” 

Among the “new markets” that 
dealers are exploring, Mr. Baker listed 
the consumer trade, “the home-own- 
er who may do his own building, re- 
modeling, or repairing”; industrial 
sales, “light construction and main- 
tenance and repair work” in industry; 
farm building, supported by Federal 
funds under recent legislation; and 
new industrial communities growing 
out of the decentralization of industry. 


New Wholesale Firm 
Established in Shreveport, La. 


Dunham Sash and Door Company, a 
new wholesale building materials 
firm, was opened early this year in 
Shreveport, La., to serve dealers in 
north Louisiana and northeast Texas. 
Owner B. L. “Butch” Salmon, was for- 
merly associated with The Asbestos 
Company of Texas, Houston, manu- 
facturers of Mustang Asbestos Ce- 
ment Shingles. 

The Dunham Sash and Door Com- 
pany will offer a complete line of 
first-grade building materials includ- 
ing Mustang asbestos materials. W. 
C. Harrison, formerly of Dallas, is 
assistant to Mr. Salmon. 


NRLDA Endorses Highway Signs for Dealer Publicity 


Thousands of attractive highway 
signs will be sponsored by lumber 
dealers and installed throughout the 
country during 1950 under an ambi- 
tious publicity program endorsed by 
the National Retail Lumber Dealers 
Association and to be carried out by 
a score of regional and state lumber 
associations. 


The signs are built, installed and 
maintained in top condition by a Mid- 
west outdoor advertising firm. Sales 
are made to individual dealers by the 
various regional and state retail lum- 
ber dealer associations. The dealer 
pays a modest monthly rental fee to 
the association. 

The signs are double-faced, thereby 
attracting attention to traffic travel- 
ing in both directions. All printed 
matter on the sign is reflectorized, 
permitting visibility at night as well 
as during the day. The signs are in- 
stalled in a concrete base, stand ten 
feet high and are seven feet wide at 
the top panel. The bottom panel, car- 
rying the dealer’s name, is two feet 
high and four feet wide. 


Industry leaders hail the highway 
sign program as being a progressive 
step forward in bringing to the pub- 
lic an awareness of the services of- 
fered by retail lumber dealers in towns 
and cities throughout the nation. 


% 
a] 


FEATURE illustration of the sign is a 
full-color drawing of the Certigrade Na- 
tional Home—the widely publicized 1949 
model home of the Red Cedar Shingle 
Bureau, plans for which have been sold 
by hundreds of lumber dealers. After 
careful consideration, the Certigrade Na. 
tional Home was selected for the highway 
signs in recognition of the wide public 
appeal of this National Plan Service home 
design. Immediately beneath the home is 
the slogan, “Where Your Home Begins.” 
The dealer’s name appears in a separate 
panel directly below. 





ALIFORNIA 


SUGAR & WESTERN 


PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Selects and 
PINE Shor 


California Ponderosa Pine 
Mouldings -_ Cut Stock 


Pattern Lumber 


~ ee ee ee 











MAKE MORE MONEY 


on Bronze, Aluminum and 
Stainless Steel Specialties 


YES . . . LOWEST POSSIBLE 
PRICES to net you attractive 
profits . . . on NEWMAN non- 
ferrous railings, gates, grilles, 
doors, entrances, tablets, letters, 

famous for finer 
quality since 1882. 


TODAY write for folders 
FREE and complete information. 
DO IT NOW!!! 


NEWMAN BROTHERS, Inc. 


“FAMOUS FOR FINER QUALITY FOR 68 YEARS" 
Dept. A-L Cincinnati 3, O. 

















— OTS 
SERVING 
LUMBERMEN 
sauce lWI2 


e substantial cash dividends 
e trained engineers 


e more than 80 branch claim offices 
in U. S. and Canada 


‘Lumbermens. MUU GEUULY CY 


Operating in New York state as (American) Lumbermens Mutual Cosvalty Company of Illinois 
James S$. Kemper, chairman H.G. Kemper, president @ Mutual Insurance Building, Chicago 40 








PLANER and JOINTER KNIVES 


also high speed knives and molding cutters 
for the woodworking industry. 


i at. la 


Ay 


Yous A a mmr — 


a Ay & 


Riegelsville, New Jersey 


co. 


Western Agents: ; 
Hall & Brown, W. W. Machine Co., St. Louis, Mo. 
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fi YOU SHOULD LEARN HOW 
“ALLIED BUILDING Creits, INC. CAN HELP YOU TO.. 
A...make more money 
B...give greater service to your customers 


C...increase your sales 


OZ for information and a copy of 


“THe ABC’s oF MAKING Money” = 
A xsnuet nwns 2 
Qian 


ALLIED BUILDING CREDITS, INC. 
3109 WILSHIRE BLVD., LOS ANGELES, CALIF. 








-L. H. L. 


Lumber Corp., Cariton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operaticn 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 











JAMES W. SEWALL COMPANY 


Consulting Foresters 
MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


% 








C. | E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 








An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


{ 
) 

t woeenane Lumber Distributors 
4 





CRYSTAL SPRINGS, MISSISSIPPI 


| “In the Heart of the Deep South” 
| Phone 169 P. O. Box 391 
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Buitpinc Propucts MERCHANDISER 





Combination 


ABESTO LIQUID, teamed 
up with SMOOTH SURFACE 


| ROLL ROOFING, produces a 
| better built-up roof at lower 
' cost. 


ABESTO LIQUID is also 
ideal for basement damp proof- 
ing and roof coating. 


Write for specification sheets 


besto 


TRADE-MARK REG. U. S. PAT. OFF. 


Manufacturing Corp., Dept. D-3, Michigan City, Indiana 








sto Satisfaction 
r Lumber 





Gace OW) crraicHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 





DOUGLAS FIR 
WEST COAST HEMLOCK 


G 


rs THE GRISWOLD LUMBER Go. , 


Vanufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 


Telephone ATWATER 8319 
AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
MILL INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Annvol Cut 


Dependable 
Values 


Prompt 
Shipment 

















J-M Intensifies Sales 
Effort to Customers 

Gordon Fisher is one of 65 Johns- 
Manville salesmen-in-training from 
all over the United States, Canada 
and points overseas, attending a 
school at the company’s Sales Train- 
ing Center at Manville, N. J. 

Student salesmen are spending 
from three to five weeks at the school, 
undergoing intensive training’ in 












GORDON FISHER, Johns-Manville sales 
representative from Hawaii, takes time 
out from his work at a company sales 
training school to receive a_ traditional 
Island greeting and weléome to New York 
from Miss Momikai, featured singer and 
dancer at the Hawaiian Room of the 
Hotel Lexington in New York City. 





salesmanship together with field work, 
to familiarize themselves thoroughly 
with the actual manufacture and ap- 
plication of the Industrial and Build- 
ing products which they will sell. The 
1950 school is the third held by Johns- 
Manville since the end of the war and 
is aimed at intensifying and strength- 
ening the company’s sales effort and 
services to customers. L. M. Cassidy, 
vice-president for sales of Johns-Man- 
ville emphasized to the 65. sales 
trainees that selling tools and tech- 
niques must be constantly improved 
by Johns-Manville and all of indus- 
try if business is to keep pace with 
the expanison that has taken place 
in production. 


Kintrim Wallboard Trims 
Gaining Wide Distribution 

When introduced to the building 
material field last fall, the new Kin- 
trim line of Stainless Steel Wallboard 
Trims was being distributed only by 
these firms among the many who 
handle the complete line of Kintrim 
mouldings: 

Hass Wholesale, Incorporated, South 
send, Ind.; Luthe Hardware Company, 
Des Moines, Iowa; Modern Appliance 
and Supply Company, Inc., New Or- 
leans, La.; Kelley-How-Thomson Co., 
Duluth, Minn.; Interstate Wholesale 
Corp., Syracuse, N. Y.; Bayard Sales 
Company, Philadelphia, Pa.; Morrow- 
Thomas Hardware Co., Amarillo, Tex.; 


John Pritzlaff Hardware Co., Milwau- 
kee, Wis. 


With a two-color, full-page adver- 


tisement in both the September 8 anj 
October 10 issues of AMERICAN 
LUMBERMAN—Kinkead Industries, 
Inc. launched its drive for nationwide 
distribution on these Wallboard 
Trims. Recently President W. S. Kip. 
kead released these names as whole. 
salers added to the company’s distrib. 
utor list: 


Allied Building Materials Company, 
Ine., Bridgeport, Conn.; Connecticut 
Valley Reserve Supply Company, 
Springfield, Mass.; Igoe Brothers, Incor. 
porated, Hollis, Long Island, N, Y;: 
Wharton Distributing Company, East 
Hartford, Conn.; Wood Glass Company. 
Syracuse, N. Y.; Utica Plumbing Supply 
Corporation, Utica, N. Y.; Ontario Build- 
ing Supply Company, Rochester 7. 
N. Y.; Tomkins Bros., Newark, N. J 
Robbins Sash & Door Company, 
Frackville, Pa.; <A. B. Wainwright 
Company, Harrington, Del.; Whitaker 
Paper Company, Baltimore, Md.; Hill 
Harris & Company, Alexandria, La: 
Aetna Plywood & Veneer Company, 
Grand Rapids 4, Mich.; Eagle Lun. 
ber Dealers Supply Company, Marion, 
Ind.; Holly Reserve Supply, Incorpo- 
rated, Toledo, Ohio; Ohio Plate Glass 
Company, Glass Department, Fort 
Wayne, Ind.; Mott Brothers Company 
Rockford, II. 


Bird Holds Eastern 
Sales Meeting 

Building Materials Division sales- 
men from the eastern and southeast- 
ern sections gathered in East Wal- 
pole, Mass., January 11 to 13 ata 
meeting to see new product develop- 
ments and discuss sales plans for 
1950. Highlights of the three-day 
conclave were the introduction of 
Master-Wall, a new, complete side- 























RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 





Idaho White Pine 


White Fir 
Cedar 











Ponderosa Pine 
Douglas Fir 





















BETTER saw. 





SAW REPAIRS 
We Do All Kinds of Circular Saw Repairing 


Our specialty is cutting down worn out Inserted Tooth Saws 
and making them like new and only a little smaller. We also 
change Solid Tooth Saws to Inserted Tooth. 


We use only Simonds Bits and Shanks in our Repair Work be- 
cause we know Simonds Bits and Shanks make any saw a 


Distance is no Barrier. 
state, because, after 51 years’ experience we know how. 


J. H. MINER SAW MFG. CO., Meridian, Miss. 


THE ORIGINAL MINER SERVICE 











We have customers in almost every 























Nothing conveys an impres- 
sion of quality and prestige 
more readily than a perfect 
business card designed by us. 


A letter from you will bring 
an assortment of the business 
cards we have made for others. 


THE JOHN B.WIGGINS Co. 
640 So. Federal Street, Chicago 5 














AUTOMATIC 
GA UGE 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days’ Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LAS8OR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
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the CAPITOL 


Taper Seal GARAGE DOOR 


is a Profitable Door for you to recommend and install. 
Customers like these self-selling, Taper Seal features: 


% beauty — feather-touch operation — balanced action 
— complete weather protection — long, trouble-free 
life — reasonable cost. For you — faster sales — 


greater profits. Sizes: 8’0” x 6’6”; 8'0” x 7’0”; 80” 
76": 30" x SO"; FO" x To"; So" x SO": WS” x 
70": 100" x SO"; 1'°O0" x S'C"s 10°C" x. 10°0". 





How! THE NEW | 
CAPITOL STREAMLINE | 














FLUSH-PANEL Jil : 
Gor Gaster Sales - — ad 
Gor Greater Profits SSE 
— stronger, longer lasting — combines beauty and 
economy. Panels are electrically bonded (not nailed) 


to each side of the frame — insures rigidity — pre- 
vents warping and distortion. Sizes: 8'0” x 7’0”; 
8'0” x 7'6”; 8'0” x 8'0”; 9’0” x 7’0”. Thickness — 134”, 


See your lumber dealer or write us for prices. 


CAPITOL PRODUCTS 


118 SOUTH THIRD STREET e@ SPRINGFIELD, ILLINOIS 


Sliding 
oor 

Closet 
fronts 


a nasco 
product 


NEW... 
PACKAGED TO SELL 


Pat. Pend. 


= 





















































® DOORS, JAMBS AND HARDWARE 
IN PREFABRICATED PACKAGE 

e 20 MINUTE INSTALLATION 

@ PROFITABLE SELLER 


Supplied with special NASCO pat- 
ented hardware. Glides quietly on an 
overhead track. Adjustable lever allows 
for variations in floor level. Sliding 
door closet fronts finished in fir ply- 
wood, white pine, weldtex, birch and 
other woods. In many sizes. 

Write for Catalog 14. 


Few Choice Jobber Territories Available 


UNITED STATES SLIDING GUMUIaUitg 


241 Lexington Avenue, New York 16, N.Y. 





GRIP anp HOLD! 


Give You Aluminum Roofing Assurance 


Builders and Roofer are loud in their praise of th 
SCREWTITE ALUMINUM NAIL. Sharp, muni Ponthoers : 
of the nail shank spread the wood # 
without tearing the fibres. Fibres 
ere forced down to form 
tight wedges. Neoprene 
washers keep moisture out. 





——————— 








PONDEROSA PINE 


SUGAR PINE 
WHITE FIR 


INCENSE CEDAR 















TRANSIT CARS IN ALL GRADES 
GIVE YOU RAPID SERVICE 









ASK FOR OUR SPECIAL OFFERS! 


H. S. CHISHOLM, INC. 
737 W. 3rd St., Reno, Nevada 


Phone 2-5043, 2-1700 


TWX RE-40 





“From Our Own Forests and Mills” 


Anything in | 
West Coast Woods | 


Manufacturers of: } 


Mouldings ' 
Furniture Dimension 


Glued-Up Stock : 
Industrial Shook | 
Venetian Blind Stock 

Ready-to-Assemble 


Furniture Parts 
in fact, Anything in 
West Coast Woods! 


Send us your inquiries for ; 







INCENSE CEDAR, DOUGLAS 











SHOPS SELECTS COMMONS 
Glue? Stock Cut Stock Patterns 
BurpivG Propucts MERCHANDISER 


PONDEROSA PINE, SUGAR PINE, | 






AND WHITE FIR 






1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 


PLEASE DIRECT ALL INQUIRIES 
TO ANDERSON, CALIFORNIA 


Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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Red Cedar Closet Lining 
RBrown’s 


SUPERCEDAR 


cates’, NATIONALLY 
S 6) «6 ADVERTISED 








100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
Nothing Better than 


Only SUPER- 

CEDAR is of 

the same uni- 

form high quali- 

ty standard that 

guarantees every 
ackage to contain 
O% Red Heart or 

better, and 100% oil 


BROWN | 
content that produces SUPER( DAR 


the pleasing aroma. , 





ALL WIDTHS PUT-UP == 
40 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 

closets today than ever—and 
Brown's SUPERCEDAR is na- 
tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 
on with no waste. Packaged and 
sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of NN 


GEO. C. BROWN & CO., Inc 


GREENSBORO, N. C. ESTABLISHED 1886 





SEALED 
\ PACKAGED 
LABELED 





LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 











IT WORKS! 


PERSONALIZED HOUSE 
PLAN SERVICE BY MAIL 





We want you to know that we appre- 


ciate your very good service you 
gave on the Smith redraft as you 
know it does a great deal toward us 


selling the job. 
Wisconsin 


We want to express our appreciation 
to you and also to tell you that we 
are very pleased with the plans and 
costs of drawing same. 

Missouri 


Send your House Plan Redrafting to 


LUMBERMAN’S PLAN SERVICE 
PROMPT — REASONABLE 
120 Machin St. Peoria 5, Ill. 
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wall applied directly to studs, elimi- 
nating wood sheating and installed 
insulation with substantial saving in 
labor, materials and paint; the pres- 
entation of Armorcoat, a new process 
in asphalt coating which greatly in- 
creases the life and weathering quali- 
ties of Insulating Siding; and a ban- 
quet tendered two Bird salesmen leav- 
ing active service under the Bird Re- 
tirement Plan. W. F. Sline and E. T. 
Benson were honored by their fellow 
salesmen and eulogized by E. L. 
Chamberlain, vice-president, Building 
Materials Division, and Rogers Weed, 
northern division sales manager. Each 
retiring salesman was presented a 
gift significant of his retirement plans. 


Long-Bell Honors W. E. Clay 


Special feature at an all-day meet- 
ing for managers of the Tulsa divi- 
sion, Long-Bell Lumber Co., was the 
presentation of a 40-year service pin 
to W. E. Clay, manager of the West 
Tulsa store and plant. J. D. Davis, 
division manager in charge of the 
meeting, made the presentation. 

Mr. Clay started with the company 
in 1908, at Douglass, Kan., serving 
in various capacities as assistant and 
relief manager in many operations 
throughout the southwest until 1912 
when he was made manager of the 
Cherryvale store. 

He served as manager of several 
operations in Oklahoma including 
Covington, Cement and Drumright 
with time out in 1917 for overseas 
duty in the Army during World War 
I. Upon his return to the company 
in 1919, he was made manager at 
Drumright, which position he held 
until becoming division manager of 
the Tulsa division in 1925. At the 
beginning of the depression he was 
appointed manager of the West Tulsa 
operation in an all-company economy 
program which position he now holds. 


Winters Elected President 
of National Plan Service 


Roy V. Winters, vice-president of 
National Plan Service, who for the 
past several years has been increas- 
ingly active in the management of the 
company, was recently elected presi- 
dent by its board of directors. He 
joined the organization in 1922 and 
during the 28 years of continuous 
service has served as sales represent- 
ative, eastern manager, secretary, and 
vice-president. His many friends in 
the industry and throughout the coun- 
try will be pleased to learn of his 
advancement to the top post... this 
is especially true in the state of Mich- 
igan, where he personally served as 
National Plan Service representative 
for several years. 

Mr. Winters succeeds J. M. (Joe) 
Wright, who has been the active head 
of National Plan Service since its in- 
ception. Mr. Wright retains an inter- 
est in the business and will continue 
to serve in an advisory capacity. 





Obdtuaries... 


W. Brown Barr, 70, founder of the 
W. B. Barr Lumber Company, Jenyer. 
Colo., passed away February 2, ky 
was a resident of Denver for mor 
than 50 years. A long-time directo, 
of the Y. M. C. A. board, Mr. Bar 
was also head of the committee jy 
charge of Camp Chief Ouray 
Y. M. C. A. boys’ camp near Granby 
Colo., for 15 years. He helped form 
the Denver Community Chest, anj 
was chairman of the board of direc. 
tors of the Denver Federal Saving; 
and Loan Association. He was , 
founder of Goodwill Industries and g 
member of the board of directors of 
the Highlander Boys. Mr. Barr was 
a charter member of the Denver Lion 
Club, and a member of the Denve 
Athletic Club. 


George M. Cornwall, 82, founder o 
The Timberman, long established 
Portland (Ore.) lumber trade journal, 
died at his home in Berkeley, Calif, 
January 31, after an illness of thre 
years. Mr. Cornwall was born ir 
Inverurie, Scotland, on August § 
1867. He was the grandson of Georg 
Cornwall, founder of the large Sceot- 
tish printing firm of G. Cornwall é 
Sons of Aberdeen, established in 183? 
and still in existence. Among the 2¢- 
complishments of The Timberman in- 
spired by Mr. Cornwall, was the founi- 
ing of the Pacific Logging Con- 
gress in 1909, which organization he 
served as secretary for 15 years, ani 
of which he had been an _ honorary 
vice-president since that time. Th 
Pacific Logging Congress has don 
more than any one body to promote 
and stimulate interest in better log- 
ging equipment, machine design ani 
operation. Today it attracts an at 
tendance of over 1,000. Mr. Cornwal 
was a leader of many of the earl 
associations of the lumber industry. 
For many years he was a guiding fac: 
tor in the development and progres 
of the woodworking and _ millwor 
industries of the 11 western states 
and helpful in organizing the Wester 
Woodworking and Planing Mill Ass¢- 
ciation, as well as the Millwork Inst: 
tute of California and the Paciii 
Northwest Woodwork Association. lt 
assisted in the formation of the Wet 





ern Forestry Conservation Associt 


tion, and the Western Retail Lumbe: 
men’s Association. 


Cornelius C. Collins, 84, preside! 
and founder of C. C. Collins and So 
Inc., Madison, Wis., 
February 11. Known as the “ded 
of Wisconsin Lumbermen,” Mr. 60 
lins was one of the oldest lumberm® 
in the state. For many years 
operated lumber mills at Garth a 
Vans Lake, Mich., before going " 
Madison in 1903. In 1915 he organiz 
the C. C. Collins Lumber Co. © 
Rhinelander, operating the firm w™ 
he organized the present C. C. Collit 


March 11, 1950, AMERICAN LumBERMAN & 
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ERMAN & 


and Son, Ine., lumber company in 
Madison. He was president of the 
Madison company from its beginning 
until the time of his death. 


William H. Abbott, 69, died at his 
home in Wausau, Wis. Mr. Abbott, 
who had been in the lumber business 
many years and was widely known 
in lumbermen’s activities, was an ex- 
pediter for the Monarch Hardwood 
Lumber company, and formerly was 
Chicago manager of the Goodman 
Lumber company of Goodman, Wis. 


George W. Pankratz, 51, died Feb- 
ruary 14 in a Seattle hospital. He 
was operator of the Standard Lumber 
Company of Carlsborg, Clallam 
County. Born in Sturgis Bay, Wis., 
he went to Seattle in 1909. A mem- 
ber of a third generation lumber fam- 
ily, Mr. Pankratz was the son of the 
late George Pankratz, founder of the 
Pankratz Lumber Company. The 
younger Pankratz and his brother 
John were partners in the lumber 
company until 1940, when they split 
their interests and began separate 
operations. John Pankratz is presi- 
dent of the Seattle firm. 


John Kadletz, Sr., 79, who: passed 
away January 29, suffered from a 
cerebral hemorrhage shortly before 
he passed away. Although he re- 
signed from all business associations 
with the Kadletz Lumber Company in 
1942, he took an active part in super- 
intending the saw mill until last De- 
cember. Mr. Kadletz was a pioneer 
lumber man and millwork man for 59 
years. He began with portable saw 
mills in Shawano County and con- 
tinued until he settled a permanent 
mill on the homestead site about 
seven miles from Shawano. This es- 
tablishment included a saw mill, plan- 
ing mill, molding machine, dry kiln 
and feed grinding mill. From 1900 to 
1916 a major portion of business was 
custom work, with more building lum- 
ber sold as time went on. The pres- 
ent Kadletz Lumber Company was 
begun by Mr. Kadletz in 1917. At 
that time, only a saw mill was built to 
take care of custom milling for loéal 


trade and war contracts in World 
War I. The next year the planing 


mill was added and the business con- 
tinued for five years with only saw- 
milling for custom trade. In 1923 
John R. Kadletz became associated 
with his father and the retail lumber 
usiness was gradually developed un- 
til a complete line of building material 
was carried in stock. Lumber was 
Sold to the wholesale trade. Later, 
another son, Alfred Kadletz, became 
associated with the business, and it 
was run as a partnership from 1927 
until 1942. Mr. Kadletz, Sr., was al- 
Ways interested in handling the saw 
mill and millwork part of the ‘opera- 
tions. ile enjoyed life most when the 
Saws re buzzing and the planers 
hummi 1. He remained with the 
Planiny: mill trade until five years ago, 
Ut continued his job of saw filing 
and sesling logs until December. 





Buitpinc Propucts MERCHANDISER 





ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
oer It publishes the largest strictly classi- 
fied advertising section in its field. 

All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any ciassified advertisement. 
No agency commission or cash discount 


allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
imum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
er word for each insertion. 
um charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifie 
er used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


26 Times — 7c 














MILLWORK estimator and draftsman, prefer 
middle aged man highly experienced. Excel- 
lent A ne gg and working conditions if properly 
qualified. Give age. experience data and all 
other information in detail. Whelan Lumber 
Co., Inc., Topeka, Kansas. . 





WANTED 
Experienced detailer and biller, special mill- 
work plant. State age, salary expected. 
Davidson Sash & Door Co., Inc., P. O. Box 
975, Lake Charles, La. 





Wanted man with retail building materials 
yard experience; competent, aggressive sales- 
man; able to manage all phases of lumber 
yard operation. In reply give full details of 
age, marital status, experience, education, 
= Address Box Y-44, American Lumberman, 
nc. 





Young man—experienced in operating modern 
Moore Dry Kilns, and also experienced in the 
maintenance and operation of planers and 
other mill work equipment. State age, marital 
status, education, past employment record 
and rate expected. Location: Northwestern 
Pennsylvania. Address Box Y-76, American 
Lumberman, Inc. 





MANAGER CALIFORNIA 
Man of proven ability with capital wanted to 
manage and share in ownership of long estab- 
lished retail yard, volume $20,000.00 per 
month. Address Orrie W. Hamilton, 111 West 
Seventh Street, Los Angeles 14, California, 
telephone Tucker 6108. 





Wanted man for position as assistant manager 
in retail building materials yard. Experience 
not necessary but desirable. In reply give 
full details of age. marital status, experience. 
education, etc. Address Box Y-45, erican 
Lumberman, Inc. 































HELP WANTED 








ASSISTANT MANAGER WANTED 

By progressive retail lumber and building ma- 
terial yard in Northern California. Must be 
capable, experienced in retail selling both 
outside and inside, not over 35, willing to 
work, able to assume ————— and have 
a desire to get ahead. Good starting salary. 
This is a real opportunity for the right man. 
Give full details. Address Box Y-50, Ameri- 
can Lumberman, Inc. 





WANTED 
Lumber Yard Superintendent with some 
knowledge of planing and moulding mill op- 
erations. Wonderful opportunity for a hustler. 
Located in Northern New Jersey. Write giv- 
red details to Box Y-74, American Lumberman, 
nc. 





Wanted a competent and experienced man to 
take ya of an office in a small, growing, 
retail lumber concern. Ample chance for ad- 
vancement for right man. Salary $3,000 to 
$3.400, depending on experience. Address 
Box Y-73, American Lumberman, Inc. 





Wanted: Young man experienced in building 
material business. Executive position includ- 
ing supervision of sales and assist in pur- 
chasing. Excellent- opportunity in growing 
community of 13,000 in North Central State. 
Address Box Y-66, American Lumberman, Inc. 





WANTED: Experienced or part experienced 
estimator. Also sales office and outside work. 
Please state your age, size of family, nation- 
ality and when you will be available. Also 
you might state salary wanted. Address Box 
Y-64, American Lumberman, Inc. 





WHOLESALE LUMBER SALESMEN 


Direct-Mill-Shipment Lumber Wholesaler lo- 
cated in Midwest (long established and with 
excellent mill connections) wants salesmen 
to call on retail yards and industrials in 
established territories: 


Central Iowa 
Western lowa 
Illinois 


OUTSTANDING OPPORTUNITY! 


Generous salary 
a ger paid 
Split of profits. 


Our proposition is good enough to warrant 
investigation by men now selling lumber for 
themselves or others. 


Applicants without lumber experience must 
be able to spend three months at sawmills 
at their own expense. 


Write full details, including all business ex- 
perience. age, family, references, to 
Box Y-77, American Lumberman, Inc. 





Wanted: Young man for counter and sales 
promotion by old, established firm in modern. 
downtown building. Excellent opportunity. 
Eastern Michigan. Address Box Y-59, Ameri- 
can Lumberman, Inc. 





Wanted: Special Millwork man, Detailer, Bill- 
er, Estimator, knows Cost Book A. Must be 
able to take off plan and detail to Mill, North- 
ern Indiana, steady employment. Answer 
American Lumberman, Box Y-57. 





Wanted, high class flooring machinist. Plant 
located central Kentucky. Good wages and 
living conditions. Woods machinery. Address 


Box Y-78, American Lumberman, Inc. 


SITUATIONS WANTED 


Estimator and salesman, located in North Cen- 
tral states, territory has cellent potential 
desires connection with reliable mill. Address 
Box Y-67, American Lumberman, Inc. 




















Bookkeeper—Sales Clerk—Ten years experi- 
ence in building materials; retail, wholesale: 
home office. Four years cost auditing. Some 
college. Florida. ddress Box Y-71, Ameri- 
can Lumberman, Inc. 





Experienced lumberman desires connection in 
California, Arizona or Texas. Twelve years 
management, buying and sales, good back- 
ground and references. Address Box Y-62, 
American Lumberman, Inc. 
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